









Ghe Burroughs 


Clearing House 














FOUNDED 1916 77,860 COPIES 


| PUBLIC LIBRARY | 
JUN14 1941 | 








JUNE - 1941 








DETROIT 





By W. P. MURRAY 


Outside Bank Men | 
| 


New Progress in Mexican Banking 
By FRANK GIBLER 


Design for a Bank Staff Campaign | 


By RAY A. ILG 


And Other Features 


A Director Clutchbill Story ... Canadian Banking... The Clearing House of Pictures 
Washington Viewpoint... Court Decisions for Bank Officers... The Booklet Counter 




















































































highest calibre . . 





























CALL IN THE DOUGLAS-GUARDIAN MAN 





"| 
1 
s 
' 
1 
' 
' 
1 
! 
! 
! 
! 
1 
1 
1 
{ 
I 
i 
I 
k 
: 

_ 


i Douglas-Guardian Warehouse Corp. i 
gf Suite 1102, 100 W. Monroe St. a 
Chicago, Ill. 

‘ OO. K. for your Douglas-Guardian I 
s man to call when in our neighbor- 4 
hood with understanding that no 4 
a obligation is incurred. i 
io fond y us free copy of your booklet, “‘Financingthe Modern 1& 
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over 18 years of experience . . 
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PARTIAL LIST OF 
PRODUCTS FIELD 
WAREHOUSED 


Cotton 
Coal 
Furniture 
Grain 

Feeds 

Liquor 

Lumber 

Hides 

Malt 

Clothing 
Canned Goods 
Petroleum 
Seeds 

Sugar 
Textiles 

Wool 




















DOUGLAS-GUARDIAN MEASURES UP FOR EXPERIENCE, 
DEPENDABILITY, AVAILABILITY 


—in rendering Field Warehousing Service 


The officers of Douglas-Guardian were pioneers in the field. Among our qualifications are: 
. references of the highest quality . . 
. and nation-wide service rendered through 16 strategically located offices. 
Hundreds of bankers recommend our services to customers wishing loans . . 
ing the way for well-secured loans on a basis attractive both to themselves and their clients. 


MAIL THE COUPON for FREE Booklet describing Field Warehousing in general and Douglas-Guardian’s 
specialized service. The coupon also provides a convenient way to request a call of a Douglas-Guardian man, 
without obligation. He'll answer your questions and likely make valuable suggestions. 


Douglas-Guardian $A Warehouse Corporation 


. a customer list of the 


. thereby pav- 


Nation-Wide Field Warehousing Service: 


Chicago, Ill. 
Suite 1102, 100_W. Monroe St. 


Memphis, Tenn. 
Porter Bldg. 


New Orleans, La. 
118 N. Front St. 


Cleveland, Ohio 


Union Commerce Bldg. 


Springfield, Mo. 
Holland Bldg. 


New York, N. Y. 
50 Broad St. 


Easton, Md. 
428 South St. 


Los Angeles, Cal. 


Garfield Bldg. 


Rochester, N. Y. 
Commerce Bldg. 


Springfield, Mass. 


76 Sunapee St. 


Philadelphia, Pa. 
Girard Trust Bldg. 


Portland, Ore. 


U. S. Nat’l Bank Bldg. 


Dallas, Tex. 


Tower Petroleum Bldg. 


Atlanta, Ga. 
Hurt Bldg. 


Tampa, Fla. 
416 Tampa St. 


San Francisco, Cal. 
485 California St. 
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LETTERS 


All Officers and Employees 


Sirs: We are enclosing a reprint of an 
advertisement which our bank has run in 
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All Out tor Defense! 





All 402 
officers and employees of 
the First National Bank 
of Atlanta 
have subscribed to 
United States Defense Say ings Bonds 


or War Savings Stamps 


* 
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First NATIONAL BANK 


ATLANTA 


—_—_ * oo 
ee —————— 
——==’"| ———e 








the Atlanta newspapers. We hope you 
will find this of interest. 
Wave G. Murrau, Manager 
Business Development and 
Advertising, 
First National Bank, Atlanta, Georgia 


¢ ° ¢ 





Defense Bond Display 


Strs: We immediately entered into 
the distribution of defense savings bonds. 
Our patriotic display is arousing much 
interest. Flood lights, plus fluorescent 
lights, make this an inspiring display at 
night between 7:00 P.M. and 12:00 P. M., 
a time clock governing the lighting. 
C. F. Scort, President, 
Guaranty Savings and 
Homestead Association, 
New Orleans, Louisiana 
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HENRY J. BOONE, Editor 
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...WE RUN AN 
OWL DEPARTMENT 


to Speed your collection of 
New York State Cash Items 





@ You can save your bank as much as 24 hours in 


MEMBER FEDERAL DEPOSIT INSURANCE 


the presentation of cash items throughout New York 
State! The Marine Trust Company’s Night Transit 
Service makes this possible. 

We stay open till three in the morning to meet all 
planes and trains. Incoming cash items are rushed 
to the bank where they are sorted and redispatched 
to their destination by the fastest possible route. 
This results in presentation hours in advance of 
other methods. 

With few exceptions, items arriving prior to 12:30 
A.M. will be presented the next business day in 60 
New York State cities and towns. Cash items to 
other parts of the country are handled with com- 
parable speed. 

This department is the only one of its kind on the 
Niagara Frontier and one of the very few in America. 
Let us show you how we can bring about a worth- 
while reduction in float by speeding up your presen- 
tations and collections in New York State. 


MARINE TRUST COMPANY 
OF BUFFALO 


A Marine Midland Bank 


CORPORATION 


. 
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‘*‘Now Dollars, too, can Enlist”’ 


Stns: We believe that the enclosed 
proof of a recent advertisement of The 
Chase National Bank will be of interest to 
ou. The heading of the advertisement, 
‘Now Dollars, too, can Enlist,” really 
became almost a slogan. The phrase has 








Now Dollars, too, can Enlist 


Tovar the stisring nates of the bugle, cchoing | su Gs. eoweanaent orvens 
through company streets, sound reveille for the wats med Greet Ne watntte 
nation s doftary 
The commercial banks throughout the land 
answering a new call, are affering their services =: z 
— without compensation or profit — to further the — T= a lS 
sale of United States Detense Bonds. moc 
The Chase National Bank welcomes the op 
portumity to cuoperate with the Government in 
making these bonds available to its customers and aed 
to the general public etree tere 
Be among the first to place your dollars in 





the service of your country. 


THE CHASE NATIONAL BANK 


head . 





since been picked up, commented upon and 
used by a number of newspaper columnists 
and others. 

The illustration, both in regard to sub- 
ject matter and to treatment, has been 
remarked upon by many people. 


EMMETT CoRRIGAN, Vice-president, 
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Free Safe-keeping Facilities 


which is the first loca 


chasers of defense savings bonds. 
Loutse B. Moyer, Director of 
Publicity and New Business, 
The Plainfield Trust Company, 








Albert Frank-Guenther Law, Inc., 
New York City 


Sirs: I am ag ne an advertisement 
al public announce- 
ment of free safe-keeping facilities to pur- 





Plainfield, New Jersey 


























During the Liberty Loan campaigns of the World War 
the staff of The Plainfield Trust Company announced 
a 100°. subscription on their part to a series of those 
bonds 


Once again we report with pride a 100’. subscription 
on the part of our employees—-this time to the new 
United Btates Defense Bonds. 


ee 


We also wish to announce to every man, 
woman and child, whether customer or 
not, who buys a Defense Bond, that these 
bends may be left for Safekeeping in our 
Vaults without charge. 


The Plainfield Trust Company 
Plainfield, New Jersey 


Member Federal Reserve tymem & F DLC 
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In the TREND of BANKING 
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‘‘We Have a Job to Do—And 
We Will Do It”’ 


From all sections of the country comes 
tangible evidence that banks and other 
financial institutions are whole heartedly 
behind the defense savings bond program, 
and have assumed a major share of the 
res wong | for its promotion. 

lodeed, arford Powel in charge of the 
Treasury promotion has stated that virtu- 
ally all the advertising of defense bonds 
has been done by financial institutions. He 
points out that there is no national sales 
organization and no appropriation for 
extensive advertising by the Treasury or 
Post Office. 

How well the banks and savings and loan 
associations have been doing the job can 
be seen not only from the number of sample 
newspaper advertisements received, but 
also the quantity of specimen blotters, 
statement folders, stickers, and billboard 
material that has been forthcoming. 

In the all-out effort in behalf of the 
program, there have been many demonstra- 
tions of individual enterprise in carryin 
the message to the public. Thus the Unite 
States National Bank of Portland, Oregon, 
launched the opening gun in its sale of 
defense savings stamps and bonds by a 
special program in the head office lobby. 
A large booth, patriotically decorated, had 
been placed in the lobby for handling the 
sale of the 4 From this booth, just 
before the bank opened on May 1, a 
15-minute radio broadcast was conducted 
in the form of a quiz between the station 
announcers and prominent officials of the 
city and bank, in which questions pertain- 
ing to the defense securities were answered. 
Mayor R. E. Riley was the first customer 
when the bonds were officially placed on 
sale. Governor Charles A. Sprague was 
one of the first investors at the bank’s 
Ladd & Bush branch at Salem, where 
another special lobby booth was erected. 

The Detroit Bank, Detroit, Michigan, 











JAMES TWOHY, Governor, Federal Home 
Loan Bank System 


. cites participation of savings 
and loan associations 





Broadcasting a ‘‘kick-off”’ program on defense savings bonds, from special booth in main lobby, 
United States National Bank, Portland, Oregon. In foreground, left to right, are: Johnny 
Carpenter, announcer, Mayor R. Earl Riley, and A. M. Wright, first vice-president of the bank 


. . . banks show enterprise in carrying defense bond message to public 


with 235,000 customer accounts, was able 
to obtain —_ 138 buyer applications for 
Series E bonds prior to May 1, and virtu- 
ally no supplies for the other types of 
defense bonds. So the bank placed an 
emergency order with its printers for 5,000 
sets of each of the forms, and had them 
ready by May 1 so it could go ahead with 
full-page newspaper ads promoting the 
program. 

The various banking associations have 
enthusiastically endorsed the program, 
and even more important, have taken 
definite steps to further its success. 

In advance of May 1, the American 
Bankers Association distributed to all 
member banks a 20-page bulletin outlining 
in detail information on the savings bonds 
and stamps. The association has also 
distributed to all banks in the country a 
special insignia, in mat form, which can be 
inserted in newspaper advertising. The 
A. B. A. has likewise prepared newspaper 
advertisements, a poster, sticker and folder 
for banks to use in their promotion. 

The Financial Advertisers Association 
issued a special bulletin on April 29, 
accompanied by sample advance advertise- 
ments, to assist member banks in planning 
their campaigns. A subsequent bulletin 
contained additional suggestions, and re- 
productions of newspaper advertising. 

The National Association of Mutual 
Savings Banks, at its annual conference 
last month in Philadelphia, pledged full 
co-operation in fostering thrift for defense. 
Henry Bruere, president of The Bowery 
Savings Bank, New York City, has been 
appointed liaison officer to co-ordinate 

reasury Department defense financing 
plans with the activities of mutual institu- 
tions. 

John D. Hospelhorn, president of the 
National Association of Supervisors of 
State Banks and Deputy Bank Commis- 


sioner of Maryland, in a letter to all State 
Bank Commissioners points out how they 
can be of assistance to the banking institu- 
tions under their charge by answering 
promptly any questions that may arise 
concerning procedural details or the au- 
thority of such institutions to qualify as 
agents for the Treasury. The letter also 
cites the fact that many state banking 
institutions are located in small communi- 
ties, and that officers of these institutions 
maintain close personal contacts with their 
customers, who rely upon them for advice 
and counsel on financial matters. Mr. 
Hospelhorn declares that the state banking 
system is in a position to render invaluable 
service to the perenne in promoting 
defense savings bond sales. 

The Association of Reserve City 
Bankers, at its annual convention last 
month, likewise urged that the bankers of 
the country participate actively in the 
selling of the new bonds to the public, it 
being the consensus of opinion of the 
——s present that the defense program 
should be financed as much as possible 
through taxation and the sale of securities 
to individuals. 

The attitude of the nation’s banks was 
well summarized by Myron F. Converse, 
past president of the National Association 
of Mutual Savings Banks and president of 
the Worcester Five Cents Savings Bank, 
who told members of the association: 
‘*‘Now, as never before, we have a job to 
do, and I know that we will do it.” 
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Savings and Loan Associations 
Aid Defense Bond Program 
A new and effective agency in the 


Treasury’s program of defense financing, 
not utilized during the Liberty Bond cam- 
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aigns of World War days, has resulted 
rom the designation of member institu- 
tions of the Federal Home Loan Bank 
System as issuing agents for the sale of 
defense savings bonds and stamps. 

When the campaign opened May 1, 
many of these institutions—chiefly savings 
and loan associations, also known as co- 
operative banks or homestead associations 
in some states—immediately began selling 
Series E bonds and accepting orders for 
Series F and G. In the ensuing period, 
hundreds of associations have qualified as 
issuing agents and are actively promoting 
the sales of these securities. 

In several states, legal action was neces- 
sary to permit state-chartered savings and 
loan associations to act as agents of the 
Treasury. The necessary steps were 
quickly forthcoming. For instance, in 
Michigan, Illinois and Wisconsin the legis- 
latures proceeded to suspend rules in 
Senate and House to remove this dis- 
ability, and the governors signed the bills 
at once. In other states, leaders of both 
parties joined to obtain immediate action. 

‘Savings and loan associations have been 
promoting thrift and home ownership ever 
since the first association was established 
110 years ago,”’ points out James Twohy, 
Governor of the Federal Home Loan 
Bank System. “Naturally they are in a 
oan quickly to tell the advantage of 

uying defense securities. They not only 
want to do their share toward the protec- 
tion of our country but also to help more 
people build their own financial inde- 
pendence. 

“The lesson and the fruits of saving will 
be of value to all classes of citizens—and 
the process may well mean a wider spread 
of home ownership some day in the future. 
Many of the families investing in these 
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Outdoor banking facilities at Franklin Square National Bank 


defense securities will find themselves, after 
the emergency is over, in possession of 
nest eggs oy sufficient to meet down 
payments on homes of their own. 

‘The member associations have already 
made distinct headway in bringing defense 
savings bonds to the attention of their 











we can provide. 





VACATION COUNTRY 


New England is a great vacation 
country. Every summer, thousands 
of people from many parts of the 
country enjoy its recreational fa- 
cilities. If you or your customers 
expect to visit New England this 
summer, we cordially invite you 


to call on us for any service that 


The National 
Shawmut Bank 


40 Water Street, Boston 


Member Federal Deposit Insurance Corporation 




















In writing to advertisers please mention The Burroughs Clearing House 


























seven million patrons and others through 
advertising, window posters and the distri- 
bution of circulars,” Mr. Twohy adds. 
“In some cities the associations have 
organized co-operative campaigns to adver- 
tise the bonds more impressively. Even 
before the campaign officially began it was 
reported that several of the larger associ- 
ations had taken subscriptions from every 
single one of their officers and employees.” 
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Something Different in Outdoor 
Banking Facilities 


An unusual step in the direction of ultra 
convenience for depositors has been in- 
augurated at the Franklin Square National 
Bank, Franklin Square, New York, in the 
form of outdoor banking facilities that help 
to speed window transactions for patrons 
who are in a hurry. 

At the rear of the bank is a parking lot 
with a capacity of fifty-five cars. A cus- 
tomer desiring to deposit or withdraw 
funds may park his car in the lot and pro- 
ceed to an attractive Colonial pergola, set 
in a nook left when the bank recently en- 
larged its building. In the pergola is an 
iron desk, a topped, and containing a 
rack with all the necessary stationery 
supplies. 

aving filled out the necessary forms the 
customer from the pergola to a 
latticed porch where three small teller 
windows have been built into the wall. 
The transaction is rapidly completed, and 
in but a few moments the customer is back 
to his conveniently parked car. 

On Saturday, April 26, the day the 
“Summer House” was officially opened, 
more than 20 per cent of the bank’s busi- 
ness was conducted through the outdoor 
facilities, because of their novelty. While 


| this ratio ‘has not continued, more than 


100 persons daily take advantage of the 
innovation. 

The outdoor facilities present a scene of 
charm and dignity that is in keeping with 
the Colonial architecture of the bank. A 
white picket fence guards the entrance to 
the parking lot. rthur T. Roth, vice- 
president and cashier of the bank, who had 
charge of the designing and construction of 
the new facilities, is especially proud of the 
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lighting poles and signs which are also in 
keeping with the scene. The unique 
silhouette signs, “cages calling atten- 
tion to the bank’s many services, were 
hammered out of quarter-inch wrought 
iron sheets and have aroused much favor- 
able comment. 
© * J 


Timeplan Being Organized on 
National Basis 


Bank of America’s well-known Timeplan 
system of consumer financing and personal 


. loan service is being made available to 


banks in other states throughout the 
country. For this purpose, Timeplan 
Incorporated, a subsidiary of the Trans- 
america Corporation, has been organized 
with ample funds to provide service, field 
men and national and local advertising 
support. 

President of Timeplan Incorporated is 
E. A. Mattison, who relinquished his posi- 
tion of vice-president in charge of Bank of 
America’s installment credit operations to 
head the new service. Headquarters are 
in the Wrigley Building, Chicago. 

It is planned, through national and local 
advertising, to make the Timeplan trade- 
mark well recognized throughout the 
country, and it is expected that the facili- 
ties will have special appeal to manu- 
facturers with countrywide markets. Of- 
ficials of Timeplan Incorporated state that 
such manufacturers, as well as numerous 
banks, have long solicited the extension of 
the Timeplan system. 

“Manufacturers are in real need of a 
nation-wide bank consumer financing plan 
for such goods as automobiles, electric 
refrigerators, washing machines, vacuum 
cleaners, radio sets, and a varied list. of 
other consumer goods,”’ asserts Mr. Matti- 
son. “These firms can use a service which 
operates independently of finance com- 
panies chiefly affiliated with competing 
manufacturers. 

“At present, national concerns have 
found it difficult to use banks because there 
has been no uniform procedure or organi- 
zation through which plans of national 
scope could be negotiated.” 

Banks will be offered use of the Timeplan 
trade-mark, national advertising support 


and national collection service, as well as 
contact promotion with concerns that are 
national in scope. Also the experience 
gained in extending over one billion dollars 
in Timeplan loans since 1936 will be made 
available, covering simplification of han- 
dling processes, type of forms developed, 
credit standards, and methods of extendin 

credit. Success of the arrangement is sai 
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to have been demonstrated in Washington 
and Arizona, where certain banks have 
been using Timeplan facilities under license. 

A detailed story of the Timeplan service, 
written shortly after it was first introduced 
by Bank of America, es in the 
October, 1936, issue of The Burroughs 
Clearing House under the title, “Bank 
Credit Goes on a Retail Basis.” 



























































JUDGMENT of new issues, preliminary to purchase and subse- 
quent recommendation to clients, is the responsibility of our 
Corporation and Municipal Buying Departments. The training 
and experience of members of these divisions is suggested by 
their service records with this organization. The average period of 
service of almost half of the personnel of these divisions ap- 
proximates 22 years and that of the entire group over 15% years. 


A readable brochure further outlining basic policies and 


activities of this organization, will be sent upon request. 
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HALSEY, STUART & CO. INc. 


CHICAGO, 201 S. LA SALLE STREET »* NEW YORK, 35 WALL STREET 
AND OTHER PRINCIPAL CITIES 




































E. A. MATTISON, formerly vice-president 
Bank of America 


. now heads new Timeplan Incorporated 

























Head Office, MONTREAL ° 








FOREIGN 
BANKING SERVICE 
in 26 Countries 


8 beng ven an extensive branch banking system in Canada, 
Latin America and Overseas, The Royal Bank provides the 
banking service your customers need to promote export and import 
trade. The staff of each branch is thoroughly familiar with foreign 
exchange regulations, tariff laws and trading customs of the 
territory it serves. Enquiries invited. 


‘THE ROYAL BANK OF CANADA 


Resources over $900,000,000 


More than 600 branches throughout Canada 






New York Agency, 68 WILLIAM STREET 








In writing to advertisers please mention The Burroughs Clearing House 
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Authentic reproduction of the original quarters of Bank of North America, first opened for business in 1782 


Replica of a Modern Bank 
Office in 1782 


An accurate reproduction of the original 
quarters of the Bank of North America, 
which was organized in 1782 and said to 
be the first bank in this country as we 
understand banks today, has been opened 
to the public as a permanent feature of the 
Atwater Kent Museum in Philadelphia. 
It was presented to the museum by William 
Fulton Kurtz, president of The Pennsyl- 
vania Company, successor institution which 
is linked with the original Bank of North 
America through merger. 

This authentic glimpse into the past 
reveals how business of the Bank of North 
America was carried on in the home of its 
first cashier, Tench Francis. At the front 
of the room is a counter, upon which is dis- 
played a historic collection of checks and 
currency of the period. Directly behind 
the counter are two sets of balances which 
were extensively used for en gold and 
silver coins, and specie in bulk. The bank’s 
records are housed in a pigeonhole cabinet, 
except for one of the ledgers which rests on 
the bookkeeper’s old-fashioned desk. Above 
an open fireplace hangs a portrait of Robert 
Morris, who is credited with having organ- 
ized the bank. Near by is a table at which 
the first board of directors conferred, and 
around the table are the original chairs 
which were in continuous use until 1928. 
Through the window in a rear wall can be 
seen a replica of Ben Franklin’s garden as 
it looked to early depositors who were 
waiting to have their coins weighed. 

Two leather fire buckets, required bv 
an ordinance passed in 1720, bear the seal 
of the bank. The bank’s first burglary 
insurance was a blunderbuss, made in 
London about 1780. Other authentic 
objects in the room include the money 
chests, quill pens, original keys, and a small 
ballot box used for the election of officers 
and directors. Marion Brewington, of 
The Pennsylvania Company’s trust in- 
vestment division, was in charge of the 
research in connection with the designing 
and constructing of the exhibit. 


The Bank of North America was organ- 
ized under a charter from the Continental 
Congress for the purpose of financing the 
War for Independence, and it was opened 
for business January 7, 1782. The first 
account was opened by the United States 
Government, and one of the first loans was 
made to purchase a man-of-war to protect 
the Delaware River (a forerunner of the 
defense loans of today). 

Early depositors included every presi- 
dent of the United States from Washington 
to Madison, virtually every member of the 
Continental Congress, most of the Justices 
of the Supreme Court, and many great 
merchant bankers in Europe. 








A Warning! 


from $110 40 $406; the povest commie tee 
would be satisfied with $942. Ahowe 
$25,000, the proposed increases are 
considerably lew hecause of the severity 
of existing rates. 





You have 10 months in which to get 
ready. If your income is lew than 


$10,000, multiply this vear's tax by 





The 
FIRST-CENTRAL 
TRUST CO. 


ANROM . GARSTETON . CUTANOGA fait 














A timely look ahead 








In surveying the present main banking 
room of The Pennsylvania Company in 
Philadelphia, with all its modern equip- 
ment, it Is —s to conjecture whether 
it will appear equally outdated some 150 
years hence as does the Bank of North 
America office at the present time. 
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Bank Issues Timely Warning 
on Future Tax Burden 


That the First-Central Trust Co. of 
Akron, Ohio, keeps one ear close to the 
ground is evidenced by a Sunday news- 

aper advertisement which it recently ran, 

oldly labeled, “‘A Warning!” 

The advertisement stated clearly and 
with substantiating figures that taxes for 
1942 will be a great deal higher than Mr. 
Average Depositor realizes. That, for 
instance, next year’s Federal income tax 
alone probably will be from two to four 
times what this year’s tax was. Belter 
start now to save for this sharp increase, the 
bank advises, and it suggests setting aside 
enough each month to accumulate the 
entire amount by next March 15. 

Explaining the purpose of the advertise- 
ment, L. L. Poe, head of the bank’s public 
relations department, makes it clear that 
the bank does not expect any startling 
increase in savings, but states that there 
were three main factors back of the ad: 

“First, the average person who picks up 
a newspaper and sees that taxes will be 
higher usually fails to follow the story very 
far, and doesn’t get any idea of how it will 
affect him. Second, we believe he ought 
to be told, and feel that tax figures, printed 
over the bank’s signature, will be accepted 
as authentic. The bank cited estimated 
= and maximum figures to play 
safe. 

“Third, late next February or around 
the fore part of March, we think that a 
lot of people will not have the cash ready, 
even shoot who pay their income tax on a 


quarterly basis, and we expect to be mak- 
ing them loans. But at least we have 
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NEW YORK: 72 Wall Street » CHICAGO: | No. LaSalle Street - SAN FRAN- 

wr CISCO: 37 Drumm Street » LOS ANGELES: W. P. Story Bldg + Buffalo + Boston 
Philadelphia - Kansas City, Mo + St. Louis » New Orleans + Minneapolis 

Dallas + Houston « Denver + Fresno « Portland, Oregon + Seattle, Wash + Honolulu, T. H. 


Seir-LiavipaTING LOANS 


* Here are loans that practically liqui- 
date themselves—INVENTORY LOANS 
secured by Lawrence Warehouse Re- 
ceipts. Your customers like these loans 
because they make additional working 
capital available. Your Bank will find 
them very satisfactory because they are 
amply secured loans which, to all intents 
and purposes, ARE AUTOMATICALLY 
RETIRED: The customers’ marketable in- 
ventories are hypothecated to your Bank 
(being segregated on the customers’ own 
premises). The loans are repaid, in pro- 
portion as the goods are released by your 
Bank, until the entire inventories are mar- 
keted and the loans paid in full. This 
process can be repeated in accordance 
with customers’ needs and your Bank’s 
desire for sound and adequately secured 
loan business. * Write to any Lawrence 
System office today for free booklets 
describing how these "self-liquidating 
loans” can help to increase both loan 


totals and profits for YOUR BANK 






ro NC ees LEME of fcld warehousing 


FOR BANK LOANS AGF VENTORY 
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PREPARED BY 


Committee on Public Relations 
Association 
New Jersey Bankers 
EVERETT C. STEVENSON, Chairman 
ARMITT H. COATE, Secretary 
Mocrestows New Jersey 


1941 


The Gist of it is.... 


1. That the banking system of the United States consists almost entirely of inde- 
pendent banking institutions, chartered and supervised by the State or Federal 
Government and owned by local citizens. [f you are familiar with this fact you 
know that banking is not a monopoly. 


N 


. Te know your bank is to know its officers, directors and members of its staff and 
to know its banking regulations, restrictions, policies and practices, 


ow 


Your bank does not differ greatly irom a manufacturer for it has two main prod- 
ucts to market—Service and Credit. 


. 


The money you leave on deposit is moulded into banking services and like the 
manufacturer, your bank is constantly seeking ways and means of lowering the 
cast of such services. 


5. H your bank were to list its services as a store would list its merchandise, at least 
forty items could be included. 


6 The cos: of credit is totally unrelated to the cost of service. Why? Because the 
cost of money is regulated by the maney market while tite cost of service is de- 
termined by the efficiency of operations. 


7. The Federal Deposit insurance Corporation, a governmental agency, was estab- 
lished to insure bank deposits of membcr banks wp to $5,000 for each depositor and 
this protection is now being given to upwards of 50,000,000 depositors in almost 
14,000 banks. 


& ‘The chief purpose of your bank is to take care of the everyday financial needs and 
to help the men and women of your y to prosper, ly, and in 
business. 





9. Your bank's lending operations must not compromise with the safety of its depos 
itors money 


10 While your bank is eager to make loans for any legitimate purpose, it must have 
adequate information on file covering the borrower, bis background, his assets and 
liabilities, income and expenses, and the proposed repayment plan of his loan. 


it 1 promise to pay” does not mean “! promise to renew” whether it be the promise 
of the borrower to the bank or the promise of the bank to its depositor. 





12. The money you deposit in your bank is flowing directly back into the community. 
Have you ever thought of it as creating sales, developing jobs, paying wages, liq- 
mdating bills, remodeling homes, educating children, facilitating marriages and 
bringing babies into the world? ; 

13. During a recent 12-month period 61 per cent of the banks in New Jersex made 
1,142,714 loans to business firms and individuals totalling $1,003,788,097. Imagine 
how stupendous the grand total of loans would be for all banks in New Jersey. 


i4. The average number of new loans per bank during the same period was 1602 and 
the average new loan $888. 


15, Notwithstanding these facts, the busmess and industrial cuncerns of the State and 
Nation have used only a small percentage of their total credit lines available to 
them. 


16. Your bank makes credit sufficiently flexible to meet the individual requirements 
of each worthy borrower, and each worthy borrower should reciprocate by meet- 
ing the requirements of the bank. 


‘7. A worthy borrower is not always one who owns property, for good earning ca- 
pacity is often better than collateral which has no ready market. 


18 The mandfacturer cannot afford to market his products at a loss and likewise 
your bank can no longer give service without proper compensation. It must charge 
a fee to cover the expense of handling an item. 


19. Service charges are necessary today because conditions, regulations and restric- 
tions hamper the turnover of your bank’s funds, and the return on investments is 
extremely low, 


20. The banks.of the United States are supporting the National Defense Program to 
the utmost of their ability and are ready to meet any legitimate requirements of 
business. 


21. The officers and staff members of your bank arc actively participating in civie un- 
dertakings and many oi them are ready to cooperate by giving talks on banking 
and kindred subjects, in your schools and before your civic groups. 

22. To the end—that if your bank is to serve fully society's varied and changing needs, 
it must remain profitable, it must safeguard its rightiul prerogatives and it must 
have the wnderstanding and cooperation of the public in the advancement of its 
banking and trust services. 


New Jersey banks put this folder on check counters, mailed it with statements, sent it to schools and clubs 


warned. them in advance, and have alt- 
tempted to render a real public service by 
so doing. Now the choice is up to them.” 

The First-Central Trust Co. will proba- 
bly follow up this one advertisement with 
others, when the tax bill has been passed 
and exact facts are known. Then it will 
be possible to give specific figures instead 
of estimates. 


Suggestions for Improving 
Banking Relations 


A pamphlet which may be used in many 
ways to promote a better understanding 
of banking by the public has been prepared 
by the Committee on Public Relations of 
the New Jersey Bankers Association, and 
is receiving wide distribution. 








good will. 


without obligation. 
















~\ I'VE BEEN HEARING 
\ A LoT ABouT LIFE 


INSURANCE FOR CONSUMER 
CREDIT. CAN'T WE ADOPT 
IT IN OUR BANK? 


STUDYING THE CREDIT 


Many bankers have expressed surprise 
at the simplicity of operation of Credit 
Life Insurance. Where they had expected 
complicated details, they found that the 
whole procedure was easily arranged and 
with no disruption of the ordinary rou- 
tine of the Personal Loan Department. 
Loan officers are quick to recognize the 
value of Credit Life Insurance in build- 
ing loan volume. It offers needed security 
for borderline cases; makes endorse- 
ments easier to obtain and builds 


The various types of Credit Life Insur- 
ance used by leading banks are explained 
in our brochure. Write for your copy, 


it Hie 


Susurance Company 


SPRINGFIELD, 


‘Insurance on the Life of the Debtor in Gauor of the Creditor’ 












YES! I'VE BEEN 
LIFE PLANS AND THEY 


HAVE ONE JUST SUITED 
TO OUR NEEDS 


OHIO 
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First offered to New Jersey banks early 
in March, more than 30,000 copies of the 
folder had been ordered by the following 
month. Other banking associations have 
also evidenced interest, and quantities of 
500 or more copies are now available to 
banks outside of the state, with the bank’s 
name imprinted on the cover. 

The pamphlet lists twenty-two points of 
explanation regarding banking services, 
lending operations, service charges, use 
of deposits, etc., and it is written in a 
simple, non-technical style. 

The Committee on Public Relations is 
headed by E. C. Stevenson, assistant 
cashier and trust officer, First National 
Bank, Bound Brook, New Jersey. 


> > S 


Banker Writes Practical Book 
on Field Warehouse Loans 


FIELD WAREHOUSING, by Wesley 
J. Schneider, Assistant Cashier, Bank of 
America, San Francisco. Published by 
The Macmillan Company, 60 Fifth Avenue, 
New York City. $1. 

Two types of knowledge are essential for 
the banker using field warehousing as a 
facility for lending against commodities. 
One requirement is a knowledge of the 
keeping qualities, markets, and price 
ranges of the commodities manufactured 
or produced in the banker’s trade area. 
Much of this information the banker 
acquires more or less automatically. 

However, less automatic is the attain- 
ment of knowledge of the best technical 

ractices underlying warehouse receipt 
ending. Here the banker can profit from 
the experience of others, in the adoption 
of tested methods and procedures that 
have been found to be sound and successful. 

Mr. Schneider’s 85-page book on field 
warehousing contains a wealth of practical 
information regarding the technique of 
field-warehouse lending. He outlines prop- 
er methods of storing, relative merits 
of negotiable and non-negotiable receipts, 
qualifications to look for in the selection 
of a field warehouse company, and essential 
steps in the establishment of a field ware- 
house. Note department practices, with 
a loan to a canner used as an illustration, 
are described in connection with liability 
cards, collateral records, changes in price, 
releases, and trust receipts. 


Another chapter contains numerous 
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suggestions for lending officers in checking 
commodity loan applications, and enumer- 
ates some of the special precautions that 
should be taken. Types of insurance 
applicable to field warehousing are de- 
scribed, and there are practical suggestions 
regarding warehouse inspections, including 
a questionnaire form that the bank may 
use. 

In conclusion, Mr. Schneider analyzes 
four case histories showing how field ware- 
housing can be used to the advantage of 
both bank and borrower. 


¢ « a 


Golden Jubilees for Three 
State Associations 


The month of May was the occasion for 
Golden Jubilee Conventions for three state 
banking associations, Missouri, California 
and Illinois, all of which have rounded out 
lifty years of continuous activity. 

Special programs featured each conven- 
tion. At the Missouri meeting held May 
12-14, a fitting tribute was paid to bankers 
with service records dating back fifty 
years or more. At a presentation cere- 
mony those able to attend were personally 
awarded service emblems inscribed ‘‘Mis- 
souri Bankers 50 Years.” The accompany- 





Mr. Mosby receives service emblem 


ing picture shows Mrs. W. F. Keyser, wife 
of the state association secretary, attaching 
a service emblem to the coat lapel of 
Eugene Mosby, the oldest of the Missouri 
50-year bankers. Mr. Mosby is signature 
clerk for the First National Bank in St. 
Louis, and has been continuously in the 
banking business in Missouri since Febru- 
ary 7, 1878, a 63-year span. 

The Golden Jubilee Convention of the 
California Bankers Association was held 
at Pasadena on May 21-23, and here also 
awards were presented to the men who 
have served fifty years or more in Cali- 
fornia banking. 

A feature of the 50th anniversary con- 
vention of the Illinois Bankers f Beant 
ation, held May 26-28 at Chicago, was a 
radio broadcast over Station WGN depict- 
ing ““The Cavalcade of 50 Years of Illinois 
Banking,” enacted by a cast of professional 
actors. 

. + * 


Rural Bank Contacts Farmers 
**On the Farm”’ 


On the theory that “‘there’s no place like 
home,” even for the promotion of friend- 


ship, the Filley Bank in Filley, Nebraska, 
is getting results from a program calling 
for visits by bank officials to the farm of 
each customer at least once every year. 

Aware of the timidity of many people 
when conferring over a desk or counter, 
and how much more at ease they are at 
home, the bank launched the good will 
tours upon moving to Filley, then without 
a bank, five years ago. 

As Filley is a village of only 200 popula- 
tion, the program to win public confidence 
has been centered on the farmers. Each 
visit, while designed as a get-acquainted 
and social call, also affords an opportunity 
to view crops and conditions and to size 
up the kind of farmer—and loan prospect— 
the individual called upon seems to be. 
Sometimes a chance remark about a 
neighbor or friend proves a helpful lead to 
the bank. Discussions of future plans have 


9 


resulted in the arranging, on the spot, of 
loans for tractors, machinery or live stock. 
The bank has inaugurated a grain and 
crops show, as well as a canning exhibit, 
and both have tied in well with the program 
of friendly calls. Especially mua to 
farmers, too, has been the bank’s practice 
of giving ten two-to-three foot Chinese 
Elm trees to anyone who would plant 
them. The original supply was quickly 
exhausted the first year, and double the 
onpas total was later given away. 

. C. Dell, Jr., assistant cashier, cites a 
growth in deposits from $74,000 to $135,000 
and a loan increase from $36,000 to $110,- 
000, in less than five years, as evidence 
that the friendship campaign is on the 
right track. 

J. C. Dell is president of the bank, Pope 
Frerichs is vice-president, and Ivan W. 
Hedge is cashier. 








Iron and 
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We have loaned .. 
and are loaning 


MILLIONS of DOLLARS 
to speed the 
National Defense Program 


aucts 








and stand ready to extend the fullest coop- 
eration to banks throughout the country 
in financing Government defense orders. 


MANUFACTURERS 
TRUST COMPANY 


PRINCIPAL OFFICE 
55 BROAD STREET, NEW YORK 
67 COMPLETE BANKING OFFICES IN GREATER NEW YORK 


Member Federal Deposit Insurance Corporation 
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To banks interested in consumer financing, 


the tested Jomaplan is now 


offered as a franchise 





Banks in many parts of the country have asked for this plan, under which 
— during five years — over two million profitable Timeplan loans totaling almost 


one billion dollars have been made. 


Full data available. 








In 1937, 7imeplan—created and sponsored by Bank 
of America National Trust and Savings Association 
—was introduced throughout California. 


It has been successful for banks both large and 
small—in industrial, agricultural and residential 
communities. In 7imeplan advertising and merchan- 
dising one and one-half million dollars have been 
profitably invested. 


In its home territory 7émeplan has markedly in- 
creased the percentage of small borrowers who pre- 
fer to “do business with a bank.” Surveys five years 
ago indicated only 30% of small borrowers “pre- 
ferred a bank.” Comparable surveys today, in this 
same territory, have changed that to the surprising 
figure of 94.6% who now “prefer a bank.” 


a this proved consumer credit plan with all its 
facilities is offered to subscriber banks through Time- 
plan Incorporated (except where franchise commit- 
ments have already been made). 


Here is what we believe the tested 7imeplan can mean 
to your bank: 


1. An additional volume of funds put to work profitably, 
without disturbance in the bank’s routine. 


TIMEPLAN 





This is the Zémeplan emblem which your bank will be privileged 
to use as a holder of the Jmeplan franchise. The 7umeplan 
emblem was registered as a trademark December 28, 1937. 


2. National advertising in support of your consumer financing 
service .. . plus pre-tested local advertising. 

3. Proved forms, accounting methods, cost-cutting ideas... 
experienced counsel by 7ismeplan experts. 

4. Community leadership in the low-cost installment credit 


field with increased contacts... more opportunity for 
growth in all departments. 


5. Improved public relations, with emphasis on local employ- 
ment of local deposits. 


6. Complete, pre-tested merchandising ideas and programs 
. . factory plans. 


7. Lower overhead costs through a larger volume of sound 
business, better methods, reduced losses. 


8. Nationwide, uniform collection facilities, with full local 
control of lending policy, credit requirements, and collec- 
tion procedure. 


You are invited to send your inquiry regarding the 
Jimeplan franchise to E. A. Mattison, President of 
Timeplan Incorporated, under whose supervision 
Jimeplan has been developed since its inception. 

Full details of this franchise will be furnished as 
rapidly as possible. Because of the rather widespread 
call for such information, and the need for direct dis- 
cussion with each banker, it is unlikely that many ap- 
pointments can be made prior to June 1. 


E. A. MATTISON, President 
Continental Illinois Bank Bldg., 231 South LaSalle Street, Chicago, III. 
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CITY MAN OWEN has helped to increase the 
volume of FHA and other loans 


heBurroughs 
Clearing House 
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COUNTRY MAN MITCHELL has brought the bank 
many farmer clients and friends 


utside BANK Men 


After three years of experience in the use of outside men to obtain new 
business, this bank terms the method “highly profitable and effective’ 


HE retail merchandising of bank 

services has become of increasing 

importance during recent years, 
as has the competition among banks 
for the available business. Confronted 
with the problem of how and where to 
put funds effectively to work, bankers 
all over the country have been seeking 
methods by which banking facilities 
could be made available to more and 
more people for an increasing number 
of purposes. 

The problem has been not only one 
of getting the people to the bank, but 
of getting the bank to the people. 
There are various ways of doing this. 
General advertising on the part of 
banks has increased substantially, as 
has direct-mail solicitation of new 
accounts. However, in my opinion 


By 
W. P. MURRAY 


President, Bank of San Rafael and First National 
Bank, San Rafael, California 


one of the most effective methods of 
selling bank services is through the 
use of outside men-—representatives 
out in the field, making contacts with 
prospective clients and talking to 
them on their home grounds. 

We first started using outside men 
about three years ago, when this 
practice was comparatively a new 
departure in banking. In our city, 
with a population of approximately 
8,500, there are two branch banks, 


one savings and loan association and 
one finance company, in addition to 
our own institution. In the county, 
with a population of some 53,000, there 
is a total of twelve banks, including 
nine branch banks, and four savings 
and loan associations. Obviously, 
there is plenty of competition for the 
available banking and financing busi- 
ness, and this was one of the reasons 
why we made up our minds to try 
something new. So far as I know, we 
were the first in this area to take such 
a step. I am happy to say that it has 
proved highly effective and profitable. 

Of course, selling bank services is 
not like selling some products, and 
our outside men are not “drummers.” 
They don’t go around ringing door 
bells and asking the ladies-of-the-house 
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The problem has been one of getting the bank to the people. . 


if they need any bank services today. 
They are experienced bankers who 
know what a bank can and does offer, 
in addition to being salesmen who 
know their prospects’ needs and how 
to meet them. 

The territory served by our bank is 
both urban and rural, and the outside 
men we employ are equipped accord- 
ingly. One of them, the city man, is 
familiar with commercial activities 
(there is very little industrial develop- 
ment in the immediate area), with 
home financing and building, auto- 
mobile and household equipment fi- 
nancing, and so forth. The other one, 
the country man, knows farming, 
dairying and live stock raising, all of 
which are of considerable importance 
in the economy of the region. Both 
are able to talk with actual and 
prospective clients in their own “‘lan- 
guage,” to discuss their problems and 
needs knowingly and sympathetically. 


HE general procedure followed by 

our outside men in selling the serv- 
ices of the bank is, perhaps, fairly well 
described by the statement made to 
them when they assumed their duties. 
This was: ‘Look around and see what 
can be done.” Their initial activities, 
of course, consisted mostly of looking 
around, finding leads and following 
them, making contacts by letter or by 
telephone, and finally working up to 
the point of making actual calls on 
prospects who had invited them to do 
so. Now, after three years, like any 
good salesmen, the men are kept pretty 
busy taking care of their “regular” 
customers and following up leads which 
come to them, unsolicited, from various 
sources. However, they still find some 
time just to look around, which con- 
tinues to be a profitable procedure. 


George D. Mitchell,our country man, 
spends considerable time driving out 
among the farms, calling on dairymen 
and farmers discussing banking and 
keeping in close touch with what is 
going on. By now, nearly everyone 
in the outlying districts knows Mit- 
chell, and when they discuss such 
matters with customers or friends, or 
hear of some one who might need bank 
services, they are very apt to direct 
them to Mitchell and the bank. A 
case in point is that of the proprietor 
of a roadside restaurant about thirty 
miles from the bank. Mitchell had 
stopped there for luncheon one day 
and the proprietor greeted him with 
the remark that he had better hurry 
back to the bank because there was a 
man there from a state back east 
who wanted to see him. This man 
had dropped in for a bite and had told 
the proprietor that he was looking for 
an opportunity to go into the dairy 
business in the county. 

The out-of-state man, whom I shall 
call ‘‘Mr. Brown,” was sitting at my 
desk when Mitchell came hurriedly 
into the bank. He had not stayed to 
eat lunch. 

First, Mr. Brown wanted to find 
temporary housing for himself and his 
family in the city, which he could 
rent until he had become permanently 
established. This was quickly ar- 
ranged through the services of a realtor 
known by the bank. The next step 
was to locate some property which 
would meet with Mr. Brown’s require- 
ments of a combined home and dairy 
business, with a marine view. Mitchell 
and he drove around the county, 
located a suitable place, and then got 
in touch with another realtor who 
was favorably known by the bank. 
Having secured the property, Brown 


outlined his plans for a dwelling, a 
modern, sanitary barn, milk house and 
other buildings. These called for a 
FHA loan, which the bank arranged 
to supply. 

Now, Mr. Brown, being an active 
and energetic man, was very anxious 
to get his dairy operation under way. 
As a matter of fact, he could not wait 
until this own place was made ready, 
but wanted some cows right away, 
and a place to keep them. So, there 
was another tour of the county, which 
culminated in the leasing, on a short- 
term basis, of a suitable temporary 


... as well as getting 
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location for Mr. 
Next, there was dairy equipment to 
be considered, and this was purchased 
from dealers known and recommended 
by the bank, which, through Mitchell, 
also arranged for a market for the 
milk Mr. Brown’s cows would produce. 
But, Mr. Brown didn’t have any cows. 
This, too, was taken care of by Mitchell 
and the bank, through a feed sales- 
man who knew where good cows could 
be purchased for cash. 
Brown didn’t have much cash. 
the bank stepped in again and made 
him another loan. 
ice, a director of the bank, himself in 
the dairy business and a good judge of 
cows, helped Mr. Brown select his 
herd. Now, Mitchell is helping Brown 
work out his feed requirements and 
directing him to the best sources of 
supply. 
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Brown’s activities. 


Mr. 
So, 


But, 


As an added serv- 


This may read like a rather far- 


fetched example of services rendered 
by a bank. But it isn’t. 


Mitchell has 
had many experiences similar to this 


one, and each job he does brings more 


for him to do. The results are happy, 


satisfied clients and business for the 


bank. 
Now, as to Charles Owen, assistant 


cashier, our city outside man, and 


head of our new business department. 

There is a bit of healthy rivalry 
between Mr. Mitchell and Mr. Owen. 
They are inclined to trade opinions 
about the relative merits of the city 
and the country, from the standpoint 
of both living conditions and their 
importance as sources of banking busi- 
ness. However, when occasions call 
for teamwork they are right in there 


to the bank 














GEORGE D. MITCHELL, 
country outside man 


ASSISTANT CASHIER CHARLES 
OWEN, city outside man 





PRESIDENT MURRAY 


The outside men know banking, the territory, and its needs 


pulling together, and it often happens 
that one can help the other very well. 

Mr. Owen obtains his leads from 
many sources, from tellers and other 
employees of the bank, from news- 
papers, recordings from the city and 
county, contacts made at meetings 
and in the course of calling on other 
prospects, and so forth. All new 
residents, new business houses, new 
babies, and new brides are prospective 
clients, and Owen also always has his 
“ear to the ground” to detect the 
additional borrowing, saving or financ- 
ing needs of existing clients. 

A considerable amount of Owen’s 
preliminary work is done by mail. 
Letters are sent to all newly married 
couples in the county, and so far 13 
per cent of those addressed have 
opened accounts with the bank. When- 
ever a baby is born in the county the 
parents receive a congratulatory letter 
from the bank, and 10 per cent of those 
addressed have opened accounts. How- 
ever, the problem with banks today 
is not so much getting money in as 
getting it out in satisfactory and 
profitable loans, so Owen works hardest 
on finding and helping prospective 
borrowers. 

An example of how one call may 
lead to many things is illustrated by 
Owen’s solicitation of an automobile 
dealer. The first call was merely a 
friendly visit, during which Owen 
discussed and offered the services of 
the bank, outlined its policies, and 
sought to establish in the dealer’s 
mind the courteous and willing atten- 


tion he could expect to receive from 
the officers and employees within the 
bank. A follow-up call a few days 
later disclosed the fact that the 
dealer did not need to discount any 
paper for awhile, but was planning 
to purchase a home. Thereupon, 
Owen brought his FHA knowledge 
into action, explained the financing, 
and arranged the loan. Following 
this transaction, the dealer opened 
both a commercial and savings ac- 
count with the bank, rented two safe 
deposit boxes, and he has since dis- 
counted paper running into many 


thousands of dollars. 
AS is the case throughout California, 
and in many other parts of the 
country, our city and county today are 
witnessing very brisk activity in resi- 
dential building. There is a great deal 
of FHA financing and I believe I am 
entirely correct in saying that our 
bank has accounted for considerably 
more than what might bé termed its 
“fair share’”’ of loans made under these 
arrangements. A considerable part of 
our success in this connection can be 
traced to our outside activities. Know- 
ing contractors and builders, and 
property owners, and working with 
them, has resulted not only in the 
construction, under FHA loans, of 
numerous individual dwellings, but in 
the development of complete housing 
projects and subdivisions. Mr. Owen 
and the officers of the bank are always 
available for advice on building, financ- 
See OUTSIDE BANK MEN—Page 34 
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T has been most encouraging to 
observe how rapidly and enthusi- 
astically the banks of this country 

have adapted themselves to extending 
the credits that in every day conversa- 
tion are loosely grouped as defense 
loans. A year ago, no such thing 
existed as an assignable supply con- 
tract or construction contract or 
emergency plant facilities contract. 
Few bankers had then pondered the 
essential credit differences in the 
respective status of a primary con- 
tractor and of a sub-contractor on a 
government order. And it would have 
been considered idle to mention the 
possibility of extending to an appli- 
cant whose credit was otherwise un- 
appetizing, a loan several times as 
large as his net worth, on the strength 
of the government’s promise to repay 
the cost of adding to his plant capacity 
and its expressed intention to buy 
what he manufactured there. 

Nobody knows how many defense 
loans have been made, or the total of 
the funds thus lent. The first real 
attempt at tabulating the number and 
volume of these loans made by com- 
mercial banks was a census some while 
ago by the American Bankers Associ- 
ation. Its findings covered the 196 
largest banks as of December 31, 1940. 
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Today's Problem in 


DEFENSE LENDING 


By 
CHARLES S. GARLAND 


Financial Consultant, Defense Contract Service, 
Office of Production Management, 
Washington, D. C. 


As defense production enlists more and more small 


plants, the financing problem likewise is changed. 


Instead of a relatively few large loans for major 


projects, the need is now for a great many smaller 


loans . . . which puts it up to local Main Street banks 


At that time, they had set up lines of 
credit for defense-program borrowers 
totaling $574,000,000. They had made 
3,233 defense loans totaling $248,000,- 
000. They also had in process 570 
other loans, aggregating $112,000,000. 
Since that time, defense loans have 
been rolling along at an ever-accelerat- 
ing pace. More banks are making 
loans, more loans are being made in 
the average bank. Unfortunately, the 
only statistical record provided for by 
law in this field is that banks making 
loans on assigned contracts must re- 
port these assignments. Not even the 
face of the loan need be reported, 
though some banks indicate this fact 
on their reports. By April 3, 1941, 
we know that 1,347 contracts had 
been assigned as follows: To com- 
mercial banks 1,132; to the Recon- 
struction Finance Corporation 89; to 
Federal Reserve banks, finance com- 
panies, factors, and others 126. 
Inspection of the reports for a 
recent week disclosed that, of the 
assigned loans for which the amounts 
were reported, these figures varied from 
a few dollars above the $1,000 mini- 
mum all the way up to seven figures. 
An estimate is that probably 98 per 
cent of the contracts assigned are for 


Mr. Garland praises defense financing 
progress, cites banking’s widening re- 
sponsibility as the program advances 


supplies, with only 2 per cent for con- 
struction. Also, a few samplings of 
the defense note holdings of a few 
large banks indicate that these institu- 
tions are taking assignments on only 
one defense loan out of seven or ten 
assignable contracts. A _ substantial 
proportion of defense loans now being 
made consists of loans that are not 
assignable, and that must therefore be 


_ made on a straight commercial basis. 


O the small nucleus of statistical fact 

thus available, the Defense Con- 
tract Service of the Office of Produc- 
tion Management has applied its care- 
ful and cautious estimates of the other 
factors involved. This procedure yields 
a firm but unprovable conviction that 
in the first three months of 1941, the 
total defense loans made by the banks 
reached four times the number and 
dollar volume existing on the first day 
of this year. Also, we see indications 
that these loans are being granted by 
more banks, and that the idea is being 
accepted in smaller banks than was 
common a few months ago. Should 
there be no increase in the rate of 
defense program activity in the second 
quarter beyond what was expected by 
the end of the first quarter, it would 
not be surprising to see the total 
defense loans by June 30, 1941, double 
what they were by March 31, 1941. 

Difficulties have arisen here and 
there in the course of the program — 
understandable difficulties such as 
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In the manufacture of military equipment vital to national safety, bank credit is playing an ever-increasing role 


must come in any major development. 
The wonder is not that the difficulties 
arose, but rather that they have been 
so few. One by one, they have been 
straightened around and reduced or 
eliminated. The spirit actuating fi- 
nancial institutions throughout the 
program has been most gratifying to 
the financial consulting service of the 
Defense Contract Service. 


AS the program moves ahead, it be- 

comes increasingly evident that 
more and more of the country’s 
relatively small production units will 
be called into active participation. 
One of the most important activities 
of this service is to attain more 
acceptable production by increasing 
the number of prime contractors and 
sub-contractors, and to encourage a 
wider geographic distribution through 
the use of existing available facilities 
in defense work. Sub-contracting will 
of necessity increase — which means an 
added demand for bank loans. 

The more and the smaller the plants 
employed, the more it becomes a 
responsibility of the banks. In the 
earlier stages, the loans have inclined 
to really large average sizes. A conse- 
quence has been that the greater num- 
ber, as well as the greater dollar aggre- 
gate, of defense loans has flowed to 
the large banks in the reserve cities. 
Presumably, as the defense program 
continues, these major loans may be 
expected to decrease both in number 


and in size. The cantonments and the 
large-scale factories will be built, the 
loans will be paid off or reduced. 

As the small contractor enters, the 
picture must change radically. Many 
an excellent machine shop is owned by 
a competent mechanic who has been 
too occupied with doing precision work 
to find time to learn what ratio of quick 
assets he should maintain to current 
liabilities. This shop owner got along 
nicely as long as he handled miscel- 
laneous jobs for his larger neighbors. 
But when he undertakes to produce a 
few thousand parts for, say, inclusion 
in an airplane engine, he needs 


financing. So he goes to his bank — 
rarely the big institution on Wall 
Street or LaSalle Street. More often 
he banks in a small town bank, or a 
neighborhood bank in a city. These 
institutions have had relatively slight 
contact with defense loans hitherto, 
but when their own customers become 
defense suppliers, the problem is 
brought to their doorsteps. 

It is important that all banks realize 
the services available to themselves 
and to their customers in working out 
financial problems of defense contracts. 
The financial section of the Defense 

See DEFENSE LENDING—Page 34 


Officials of the Defense Contract Service in staff conference 





ROBERT L. MEHORNAY, director, at far right 
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New Progress in 
Mexican BankING 


time to write about banking here 

in Mexico. The war abroad and 
recent political developments at home 
have had financial repercussions that 
are of international interest. Despite 
war uncertainties, increased confidence 
in Mexican domestic policies has 
brought an expansion in banking oper- 
ations, and leading authorities feel that 
present favorable conditions are likely 
to continue. 

Banking in Mexico operates in 
general along lines similar to those 
followed by banks in the United States 
and England. Here, however, as in the 
- United States, banking is strictly 
regulated by law, as compared to its 
regulation by custom and by under- 
standing in England. 

Commercial banks in Mexico engage 
in the business of making loans in 
customary fashion. Usually, however, 
more liquid security is required than 
in the United States; a shorter time is 
granted for payment of obligations; 
fewer loans are made on securities, and 
none, by these banks of deposit, on 
mortgages or immobile property. Mort- 
gage loans are handled by financing 
companies and other financial insti- 
tutions which will be discussed later. 

The time granted for payment of 
loans is a matter of legislation. Com- 


"tome is a particularly suitable 


By 
FRANK GIBLER 


Mexican Research, Mexico, Distrito Federal 


Here we visit Mexican banking institutions, which 


are now in the process of expansion, and we learn 


why they face the future with increased confidence. 


Also, how they are handling the problem of what to 


do with temporary deposits of uneasy foreign funds 


mercial banks are restricted in the 
volume of loans they may make for 
periods over ninety days. For that 
reason many of the banking houses 
have fathered the organization of 
financing companies through which to 
accommodate customers for loans ex- 
ceeding ninety days. 

Mexico has its central bank, Banco 
de Mexico, S. A., a semi-official insti- 
tution controlled by the federal govern- 
ment of Mexico. It is empowered to 
issue money in the form of bank notes, 
to order coinage of nickel or silver by 
the Federal Mint, to regulate the 
money market, to subscribe to issues 


of Federal Treasury Certificates under 
certain conditions, and to rediscount 
paper of associated banks with the 
restriction that preference in such 
transactions be given to short term 
commercial obligations. 

The authority of Banco de Mexico 
to issue money is restricted by the 
value of its metallic reserve in bars of 
gold and silver. The reserve at all 
times must be equal to twenty-five per 
cent of the face value of the paper 
money in circulation. Another re- 
striction affecting the issue of bank 
notes is a provision that new paper 
money may be placed in circulation by 
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Commercial banks in Mexico lend for shorter terms than is customary in the United States, fewer loangfre mad 


Alameda branch, Banco Nacional de Mexico 





Banco de Comercid 
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Banco Nacional de Mexico, largest commercial bank in the country, operates branches in all principal cities* 


the bank only when it is required by 
the credit necessities of the country. 

The bank is empowered to regulate 
the money market of Mexico by the 
purchase of securities when money is 
scarce, and by the sale of securities 
when it becomes advisable to retire 
excess money from the market. The 
bank also has authority to require 
other banks to retain on hand certain 
percentages of their deposit funds, and 
to exercise further vigilance over these 
institutions in accordance with regula- 
tions of the Federal Department of 
Treasury and Public Finance. 

Banco de Mexico is permitted by 


law to subscribe to issues of Federal 
Treasury Certificates, but only when 
these are guaranteed by taxes payable 
to the Federal Government during the 
year in which the term of the certifi- 
cates expires. 

Savings banks are of two distinct 
classifications. The first of these is 
known as a banco de capitalizacion, an 
institution having no exact counter- 
part in the banking system of the 


*Banco Nacional de Mexico’s home office, pictured 
above, was originally the residence of the Counts of 
Balparaisso. Built in 1772, it is one of the outstanding 
examples of Spanish Colonial architecture in Mexico 
City. Subsequent bank additions conform in every 
detail with the original architecture. 
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United States; the second is a savings 
deposit bank similar to savings banks 
north of the Rio Grande. 

A banco de capitalizacion is or- 
ganized for the purpose of providing 
long time loans. Deposits for banks of 
this type ate obtained from the sale of 
certificates with face values of from 
one to ten thousand pesos. They are 
sold under a plan of payment in 
monthly installments, carry a lottery 
feature, and pay interest at the rate of 
four per cent yearly. 

Certificates are issued in lots of two 
thousand, each bearing a serial num- 
ber. Once a month, under a plan 


bre made on securities, and none on mortgages. New proposed laws will revise lending restrictions 


Banco Mexicano 
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Banco de Mexico, central bank, issues currency 
and regulates money market 
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Exterior view of the Banco Nacional de Mexico 


Mexican bankers approve new conservative trend in government policies, designed to consolidate previous reforms 


based on statistical factors, a drawing 
is held by the bank issuing the certifi- 
cates to determine the winning lottery 
number, the prize being a fully paid 
certificate of value equal to that of the 
certificate whose serial number is 
drawn. That is, the holder of a thou- 
sand peso certificate may win only a 
thousand peso prize while the owner 
of a ten thousand peso certificate has a 
chance to win ten thousand pesos. 


THis type of savings bank, as well as 
savings deposit banks, may invest in 
long term loans and may have up to 
fifty per cent of their reserves in real 
estate. Savings deposit banks pay 
four per cent interest annually and 
individual accounts in these banks, up 
to five thousand pesos, are free from 
taxes and are not subject to embargo 
or lien. Withdrawals not exceeding 
two hundred pesos are permitted with- 
out notice and withdrawals of sums 
greater than this may be made after 
notice of from thirty to sixty days. 

In addition to the above, there are 
two types of mortgage banks in Mexico. 
The first of these lends money on 
mortgages and issues mortgage bonds 
that are backed by the mortgages 
themselves. The second is organized 
for the purpose of serving as an inter- 
mediary in the issue and sale of mort- 
gage shares, of not less than one hun- 
dred pesos each. Generally speaking, 
mortgages in Mexico are obligations 
that are not subject to division, and 
the purpose of mortgage bonds and 
shares is to provide greater mobility in 
handling large obligations of this 
character. Mortgage banks are like- 
wise permitted to invest in their own 
buildings, furniture and equipment. 


Another group of credit institutions 
in Mexico is known as companias 
financieras. These have the char- 
acteristics of both investment banks 
and finance companies. They are 
organized for the purpose of stimu- 
lating development of enterprises of 
various kinds through financing, 
through the collection of their accounts 
and through the payment of their bills. 

These banks are authorized to ex- 
tend credit for terms in excess of one 
year, and to issue two kinds of se- 
curities, general bonds guaranteed by 
credits, and commercial bonds guar- 
anteed by the accounts of commercial 
houses. These banks may invest in 
loans, stocks, bonds and other securi- 
ties. Their loans are made under 
terms that do not require mortgages 
from borrowers. 

There are two farm credit banks in 
Mexico, one known as the Banco 
Nacional de Credito Agricola and the 
other as the Banco Nacional de Credito 
Ejidal. The organization of these 
institutions was brought about in- 
directly by the change in the agricul- 
tural system of the country. While 
farm lands were still in the hands of 
individuals who had gained reputations 
as good credit risks, farm loans were 
considered highly desirable by Mexican 
bankers. Under the new agrarian laws 
there came a reluctance on the part of 
private capital to extend farm credit. 

Farm lands during this period passed 
from the hands of private owners into 
the control of the ejidal or communal 
farm system. The new system was in- 
tended as an agricultural and economic 
reform, planned to take control of 
agriculture from a small group of great 
land owners, who often were not con- 


siderate of the necessities of their 
fellow men, and to place the control of 
this greatest of Mexico’s industries in 
the hands of farm workers. 

The ejido policy, however, instead 
of developing as was intended along 
lines of economic progress brought 
about a disruption in the flow of bank 
credit. Title to lands became very 
uncertain, and no farm was safe from 
expropriation. Uncertainty became so 
widespread that credit could not be 
obtained either by individual farmers 
or by soundly established ejidal groups. 

See BANKING IN MEXICO—Page 37 

















One of many new investment banks 
recently organized 
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By HENRY D. RALPH, Washington Correspondent 


Proposed Restrictions on 
Consumer Credit 


Restrictions on consumer credit and 
installment buying are under serious 
consideration by Washington officials 
as an essential part of the program to 
prevent inflation and to divert more 
of the nation’s manufacturing facili- 
ties to the defense effort. 

The Federal Reserve Board has 
made a study of the subject and is 
ready to recommend legislation, but 
some other officials feel that install- 
ment buying can be controlled suf- 
ficiently through existing authority 
and by voluntary co-operation of 
credit agencies. For instance, the 
Reserve Board might bring indirect 
pressure on the member banks to 
reduce their volume of purchases of 
installment paper and loans to finance 
companies and merchants based on 
time sales contracts, and the larger 
finance companies might be persuaded 
to tighten their requirements. Also, 
the new Office of Price Administration 
and Civilian Supply probably has 
authority to place some restrictions on 
installment sales of merchants, and 
Leon Henderson, head of OPACS, has 
not favored restrictive legislation for 
the present. Further moves probably 
will await passage of the new tax bill 
in order to determine how much the 
new taxes on automobiles, refrigera- 
tors, and other durable consumer goods 
operate to restrict sales. 

While there is as yet no agreement 
as to the method or extent by which 
consumer credit should be curtailed, 
the feeling is general that excessive 
buying by consumers at this time will 
hamper the defense program and that 
installment purchasing may touch off 
a dangerous inflationary spiral. The 
Reserve Board’s position was expressed 
by Chairman Marriner S. Eccles when 
he declared that this is not the time 
for the publie to build up a backlog of 
future requirements, especially con- 
sumers’ durable goods such as auto- 
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JESSE JONES, Secretary of Commerce, addressing defense conference on consumer goods 


. curtailment of consumer credit is now being seriously considered 


mobiles, housing, and other articles 
that now are using some of the mate- 
rials needed in defense. 

“Instead of spending existing funds 
and mortgaging future income for 
these goods,”’ he said, ‘‘it would be far 
better to defer these expenditures until 
the time when the government’s de- 
fense outlays can be reduced. At such 
a time the backlog of buying power 
coming into the market will be an 
offset to the reduced government 
expenditures and help to sustain em- 
ployment and national income. 

“‘We should consider the advisa- 


bility of providing a method of con- 
trolling the volume of forward buying 
on installment credit. Further expan- 
sion of installment credit at this time 
would be an inflationary factor. In- 
stallment credit has tended to expand 
as employment and payrolls expanded 
and to contract when both were 
declining. It has thus tended to be 
an unstabilizing influence on_ the 
economy when it might have been 
made a stabilizing influence.” 

The subject also crept into the 
Defense Conference on Consumer 
Goods called by the Department of 
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EMIL SCHRAM, RFC chairman, named president of New York Stock Exchange 


. . . his appointment seen as bridge between Exchange, administration 


Commerce, where wholesale and retail 
merchants were told by government 
officials that defense requirements for 
many materials and manufacturing 
facilities may cause some shortages in 
many of the less essential items of 
consumer purchasing. 

As a check on the volume of con- 
sumer credit outstanding, the Depart- 
ment of Commerce is preparing a 
monthly report on consumer loans of 
commercial banks, to round out its 
series of monthly reports now being 
issued on the operations of industrial 
banking companies, personal finance 
companies, and credit unions. 

J S + 


Tax Proposals of Particular 
Interest to Banks 


Final outlines of the new $3,500,- 
000,000 tax bill have not yet crystal- 
lized, but bankers were particularly 
concerned with a number of proposals 
made by the Treasury as Congres- 
sional committees began drafting the 
measure. 

Chief among these were: 

Tax on bank checks. 

Increased tax on safe deposit boxes. 

Corporation surtax. 

Higher estate taxes. 

The Treasury estimated that a tax 
of 2 cents on each check drawn on a 
bank would yield approximately $57,- 
000,000 per year.. A similar tax was 
in effect from 1932 to 1934, but was 
repealed because of the active opposi- 
tion from banks and bank customers. 


While classified definitely as a “‘nui- 
sance” tax, officials feel that there 
would be less opposition to it now, 
partly because of a more general 
willingness to pay additional taxes for 
defense, and partly because business 
activity is at a much higher level now 
than during the depth of the depres- 
sion. 

The effect of this tax on banks would 
depend largely on the way in which it 
was collected. The former method 
required the bank to make a 2-cent 
entry for every check drawn, which 
involved a great deal of bookkeeping, 
but Treasury regulations might sim- 
plify the procedure to permit a 
monthly tally. Or a stamp tax could 
be adopted, such as this country used 
for the documentary tax during the 
Spanish-American war and which is 
now used in Canada. This would 
require a stamp to be affixed to each 
check before a bank would accept it, 
but this plan also has its operating 
disadvantages. 

The check tax was opposed, how- 
ever, by several witnesses appearing 
before the House committee on ways 
and means. Most prominent was 
Marriner S. Eccles, Chairman of the 
Board of Governors of the Federal 
Reserve System. While advocating 
heavy taxes on durable consumer goods 
which compete with the defense pro- 
gram for materials, such as auto- 
mobiles and refrigerators, Mr. Eccles 
opposed taxes on other commodities 
that are in abundant supply, and said: 

“The proposed check tax is a case 


in point. Checks, rather than cur- 
rency, are used to settle some 80 per 
cent of our total transactions. There 
is no more reason to tax checks than 
currency payments. For many it will 
be a simple matter to avoid the tax by 
using currency instead of checks. 
Depositors of small means, already 
subject to bank service charges, will 
be the group most likely to avoid the 
tax in this way, but they will thus be 
deprived of a safe and convenient way 
of making money payments, as well as 
a record of receipts and payments. 
The tax will not come out of bank 
earnings, but will be charged to the 
individual account.” 

The Treasury has also proposed 
that the tax on safe deposit box 
rentals, now 11 per cent, be increased 
to 20 per cent to yield an additional 
$1,700,000 revenue annually. 

The corporation surtax, as well as 
the additional individual surtax, is 
advocated by the Treasury as a means 
of taxing the income from govern- 
ment securities which are exempt from 
normal but not surtaxes. Since banks 
are heavy holders of government secu- 
rities, this proposal will probably hit 
banks harder than any other class of 
tax payers. 

The increases proposed in estate 
taxes are of interest to trust depart- 
ments, since in the case of small 
estates the task of liquidation to pay 
the taxes and the amount of taxes 
themselves may leave little for the 
trust company to administer. 

As this issue of the Clearing House 
went to press it appeared that Con- 
gress would deliberate over the tax 














ABNER H. FERGUSON, FHA administrator 


. sponsors housing act amend- 
ments to meet defense needs 
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bill for many weeks and that a number 

of changes would be made before the 

measure becomes law. The one thing 

certain, however, was that much addi- 

tional revenue would be provided by 

heavy taxes on virtually all activities. 
* . * 


RFC Chairman to Head New 
York Stock Exchange 


Closer co-operation between the 
financial market and the administra- 
tion is anticipated as a result of the 
selection of Emil Schram, chairman 
of the Reconstruction Finance Cor- 
poration, as president of the New York 
Stock Exchange. The new appointee 
has been a protege of Jesse H. Jones, 
Federal Loan Administrator and Secre- 
tary of Commerce. 

One of the policies which currently 
is a matter of controversy between the 
administration and financial circles is 
competitive bidding for securities of 
utilities, corporations, and public bod- 
ies. The customary practice has been 
for a single investment banking firm 
to float such issues, but the SEC has 
recently required competitive bidding 
for new issues of public utility holding 
companies and has indicated that the 
practice should be extended to other 
securities. Mr. Jones has specifically 
endorsed this requirement and an- 
nounced that the RFC would engage 
in such bidding if bankers cannot 
handle the issues at what he considers 
a fair price. 

Mr. Schram was born in Peru, Ind., 
in 1893, and on leaving high school he 
went to work for a coal and timber 
dealer. At the age of twenty-one he 
was put in charge of reclaiming a large 
tract of swamp land on the Illinois 
River and was so successful that he 
later became chairman of the National 
Drainage Association. In this capac- 
ity he applied to the RFC for drainage 
loans and Mr. Jones, then chairman 
of the RFC, was so impressed with his 
abilities that he made him head of the 
drainage and irrigation division of 
RFC. President Roosevelt appointed 
Mr. Schram a director of RFC in 1936, 
and chairman in 1939. 

S * * 


Housing Amendments Add 
to FHA Scope 


New legislation amending the na- 
tional housing act further expands the 
activities of the Federal Housing 
Administration and extends for an- 
other three years the life of Title I of 
the act which provides for insured 
bank loans for modernization and re- 
pair of properties. 

The modernization title still retains 
its “‘temporary”’ status, though it has 
been extended for two or three years 
every time the expiration date neared, 
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MARRINER S. ECCLES, chairman, Federal Reserve System 


There is no more reason to tax checks than currency payments 


and the new bill extends it to July 1, 
1944. FHA has been cool to the exten- 
sions at times and there was some 
official thought that it should be 
allowed to expire this year in order to 
curb consumer spending during the 
defense program, but now that .the 
banks are charged an insurance pre- 
mium on modernization and repair 
loans this title is yielding FHA a 
revenue of close to $5,000,000 annually 
and is practically self-sustaining. 

Not only is Title I continued, but 
its scope is enlarged by the new 
legislation. The authorized total of 
insurance which may be written is 
increased from $100,000,000 to $165,- 
000,000, which covers ten times that 
amount of loans. The maximum size 
of individual loans which may-be 
insured for modernization of existing 
structures is raised from $2,500 to 
$5,000, while the limit on loans for 
construction of new small homes is 
raised from $2,500 to $3,000. The 
maximum term of improvement loans 
is extended from three years to five 
years, although it is expected that FHA 
by regulation will confine the five-year 
period to loans in the larger brackets. 

These expansions in the moderniza- 
tion loan program were urged by 
Abner H. Ferguson, Federal Housing 
Administrator, on the ground that it 
is essential to the defense housing 
program to induce property owners to 


rehabilitate older dwellings and par- 
ticularly to subdivide larger houses 
into multi-family units. In view of 
the fact that about one-third of the 
nation’s homes are between twenty- 
five and fifty years old, he pointed out, 
the Title | program can perform a 
vital function in preserving the value 
of property and utilizing older houses 
for defense workers. 

Two important changes are made in 
Title II, the mutual mortgage insur- 
ance program. The President is given 
power to extend the authorized limit 
of insured mortgages to $5,000,000,- 
000, the present limit being $4,000,- 
000,000. The volume at present is 
only slightly above $3,000,000,000, 
but new mortgage insurance is being 
written at such a rapid rate that the 
present limit may be approached with- 
in the calendar year. Since the de- 
fense program got under way a year 
ago nearly 200,000 houses have been 
started under FHA inspection, and 
currently there are about 800 new ones 
daily. Mr. Ferguson pointed out that 
approximately 85 per cent of these are 
being built in areas where housing is 
badly needed for defense workers, and 
he declared that for FHA to withdraw 
from mortgage insurance under pres- 
ent conditions would throw the gates 
wide open to unrestrained speculation 
and inflated values. 


See WASHINGTON VIEWPOINT—Page 42 
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SPEEDS UP CUSTOMER SERVICE SUBSTANTIALLY 
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A GREAT TIME SAVER 


at MAHONING NATIONAL BANK, Youngstown, Ohio 


Mr. E. R. Watkins, Assistant Vice President and 
Cashier of the Mahoning National Bank, Youngs- 
town, Ohio, in an excellently prepared article en- 
titled “IMPROVEMENTS IN BANK OPERA- 
TIONS,” which appeared in the April issue of 
Burroughs Clearing House and also in a letter 
dated April 10, 1941, tells of the great benefits the 
Mahoning National Bank derives from the use of 
thirteen Model 200 direct delivery type BRANDT 
AUTOMATIC CASHIERS. Mr. Watkins’ letter 




































Model 200 


DIRECT DELIVERY 
TYPE 






BRANDT AUTOMATIC CASHIER CoO. 
Dept. B6 WATERTOWN, WIS. 


We should like to 


( ) arrange for a free trial 
( ) have further information 


covering the Model 200 BRANDT AUTOMATIC CASHIER. 


Bank Name 
By.... 
Address.... 
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and portions of the article are reproduced in this 
advertisement with his permission. 


In the article by Mr. Watkins, which is crammed 
with constructive information of interest to every 
banker, it is pointed out that the Model 200 type 
BRANDT saves from four to eight seconds on each 
transaction at tellers’ windows that involves the 
payment of coins. 


Results of this conservation of time are brought 
out in the very interesting third paragraph of 
Mr. Watkins’ letter, which reads: 
‘‘Through the use of your new model with chute 
delivery we not only save considerable time of 
our tellers but this equipment has also been the 
means of encouraging our customers to move 


from the window promptly so that the next 
customer can be waited on without delay.”’ 


There are many banks throughout the country 
that have installed Models 200 and are enjoying 
the same benefits from this equipment as the 
Mahoning National Bank. These banks are saving 
a maximum amount of time at tellers’ windows; 
they have reduced the cost of handling transactions 
at this important point to a minimum. These 
accomplishments can be achieved only through the 
use of Model 200 BRANDT AUTOMATIC 
CASHIERS. 


Try Model 200 in Your Bank 


The majority of Model 200 installations were made 
after a trial of this equipment clearly demonstrated 
the great advantages of direct delivery of coins to 
the patron upon the depression of a key by the 
teller. You can try this machine, or several if you 
wish, in your bank without cost or obligation so 
that you may fully determine the benefits to be 
derived therefrom. If after trial you decide not 
to purchase, the equipment will be removed 
as cheerfully as placed. Use the coupon, or, 
if you prefer, drop us a note asking for trial. 
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REMEMBER 


by to cash their pay checks. 
By actual timing, we get the cus- 
ier to move away from the window 
irom 4 to 8 seconds less time than 
erwise, by first giving him his silver 
m the change-making machine, 
in paying the currency. As soon as Brandt 4 
}customer shoves the check in the "stertom, ‘mit!® Cashion ¢ 
dow, the teller sends his change Cont lemen, — aap 
vn the same kind of a chute that 
are accustomed to take your Pathiore wign®, tine 
rnge from at the movie theater. tory, as 
us, the customer gets his silver in a 
it second after he reaches the 
dow. While the customer is count- 
tthe silver, the teller is verifying 
tendorsement and counting out the 
s. He hands the paper money to 
tcustomer fanned out so that the 
er can count it at a glance. As he 
ives the money, the customer al- 
st invariably steps along, making 
y for the next man in line. 
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Design for a Bank 
STAFF CAMPAIGN |} 


fits which resulted from our 

recent employee contest for new 
special checking accounts was the 
birth of a new spirit among the em- 
ployees of our organization. 

New business contests themselves 
are as old as the hills, and the success 
which many of these have achieved 
for banking institutions is well known. 
However, when a contest has as one 
of its major purposes the improve- 
ment of employee relations, it comes 
under a somewhat different classifica- 
tion. 

It would be a gross misinterpreta- 
tion of the facts to say that our bank 
was not interested in obtaining the 
quota of 2,500 new special checking 
accounts which had been set as a goal 
for our contest. This service was new 
at the Shawmut Bank and we wanted 
to make certain that it would receive 
the popular support of the public. 

We were just as anxious, however, 
to use the contest as a means of putting 
into practice, right at home, some of 
the things we have been preaching 
about good public relations. We saw 
in this campaign an opportunity to 
do something for our employees that 
would go beyond the mere payment 
of cash prizes. We wanted to give 
them a little different picture of 
management, to develop within them 
a spirit of loyalty and a greater interest 
in the welfare of their bank’s business. 

The campaign was planned so that 
it would encourage, whole-heartedly, 
the support of officers and employees 
alike. Sizable cash prizes were offered 
to focus attention on the magnitude of 
the campaign, with individual prizes 
ranging from $5 to $200, and team 
prizes from $25 to $100. In addition 
to these prizes, a $1 commission was 
paid for each special checking account 
introduced. 

Considerable credit for the success 
of the campaign is due to the help 
which we received from the Manu- 
facturers Trust Company of New York 
in giving us the benefit of their 
experience in conducting similar cam- 
paigns. 

In operating the contest great care 
was exercised in compiling the organi- 
zation plans. A committee of five 


Ori of the most gratifying bene- 


By 
RAY A. ILG ; 
Vice-president, The National Shawmut Bank, z 
Boston, Massachusetts re 
Ct 
k 
Ilg’s article is of timely interest because it a 
, . , t 
relates how his bank put into practice some of the n 
new thoughts on public and employee relations that : 
so many banks have been hearing and reading about. ; 
Not only that... the campaign brought into the bank ; 
fi 
something over 2,500 new special checking accounts c 






The contest helped to develop personal leadership among employees, gave them a 
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Pirate “‘Joe* Glennon Time Sales 
Department Takes Early Lead 
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EMPLOYEES NEAR ¢ 


” Glennon, 
Wood. 
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Weekly commission checks were passed out personally by Mr. Ilg, grand prizes awarded at this final Victory Dinner 


employees was picked to handle the 
details, and their authority in all 
matters was considered final. The 
reason for the selection of such a 
committee was to place employees in 
key positions wherever possible. Bal- 
anced teams of ten persons each were 
then made up from different depart- 
ments in such a way that potential 
team strength would be uniform 
throughout the bank. The teams in- 
cluded everyone except senior officers. 
Team captains and co-captains were 
chosen from the rank and file, the 
purpose being to give employees the 
feeling that the contest was their 
contest and not something that man- 


agement was foisting on them. We 
avoided placing officers or department 
heads over them as team captains to 
see that they did a thorough job. 


RACH team captain was given a 

cash allowance to hold a “get-ac- 
quainted” dinner for the members of 
his or her team. This enabled each 
team to formulate plans for the cam- 
paign and to discuss the technicali- 
ties and advantages of the new check- 
ing account service. It gave the team 
captains an opportunity to impress 
upon members the point that they 
were working as a unit and that the 
success of the team depended upon 


nem pportunity to earn extra money, and developed new interest in the bonk's business 
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the effort of each individual. The 
dinner meetings proved very success- 
ful. Their informal nature won the 
support of all employees. The writer 
made it a point to attend each of 
these personally to meet all con- 
testants. 

Probably the two things that did 
most to sustain interest throughout 
the two months’ period were: 


First, the distribution of the dollar 


cash commission once a week; and, 

Second, the publication of a weekly 
paper describing the progress of the 
campaign. 

It is worth pointing out that weekly 
commission checks were not just put 
in envelopes and distributed to em- 
ployees and officers by messengers. 
In every instance these checks were 
handed to contestants by the writer, 
and the contestants congratulated on 
the success achieved. This procedure 
took time, but it paid good divi- 
dends both in the volume of business 
secured and in creating the co-opera- 
tive spirit we were seeking between 
employees and management. It gave 
us the opportunity to have personal 
interviews with approximately 250 
employees each week of the contest. 

A weekly paper, called the Treasure 
Hunt Leader, gave the results of 
individual and team standings. It 
was made up in semi-newspaper form 
with pictures of leading contestants 
and drawings of incidents as they took 
place during the campaign. The first 
issue contained a word of greeting from 
Walter S. Bucklin, president of the 
bank, and the final issue concluded 
with a message from him. The writer 
also made it a practice to have a help- 
ful message in each issue. Everyone 
looked forward to receiving this paper 
each Monday, and it did much to 
humanize the entire campaign, and to 
turn the contest into a big game in 
which everyone was a participant. 

Each team held a weekly meeting of 
about thirty minutes’ duration to 
discuss team progress, and to suggest 
ways and means for obtaining more 
accounts. Reports of these meetings 
were submitted by team captains to 


See STAFF CAMPAIGN—Page 39 
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m relying on you to defend the honor of the 
national banks at the outing” 


Ferndale National Director Clutch- 

bill silently watched a giant black 
sedan newly arrived at the curb. Its 
only occupant, a diminutive, elderly 
man, spry as a spider, got out and 
hastened to the bank entrance. 

“It’s old Caleb Twitter from the 
Ruby Falls National,” declared Mr. 
Clutchbill proceeding with a dignified 
step to admit Mr. Twitter to the front 
office. 

‘Had to see’ you at once,” burst out 
the frisky old visitor. 

“You didn’t lose out on fixing 
Ferndale for the banker’s summer 
outing?”’ 

“Pulled it through after a hard 
fight, but a dangerous matter has 
suddenly turned up. Positively dan- 
gerous!”’ 

“Dangerous! What’s happened? 
Have a chair,” encouraged Mr. Clutch- 
bill. 

“The savings and trust division are 
out to smother our national bank 
delegation this year in the sporting 
event,” Mr. Twitter responded as he 
slid down in the chair on the small of 
his back. 

“We mustn’t allow it,” 
Mr. Clutchbill. 
only last year.” 

“Looks like they’d grab it back 
again. I hate to say it.”” Mr. Twitter 
ran a rapid thin hand over his necktie 


PB reme the street window of the 


declared 
“We won the cup 


Mir. 
LUTCHBILL 


Sets Up 


a Reserve 


By 


FRED COPELAND 


The old director of the Ferndale National, in line 


with sound banking practice, sets up a reserve for 


contingencies as he competes in a crucial shooting 


match at the bankers’ annual outing. A precaution 


which..as in banking.. proves a godsend in a crisis 


and finally snatched hold of a lapel. 

“What kind of a sporting event 
have they cooked up?” 

“It’s a shooting match. Shooting 
on the fly —trap shooting, they call it.” 

‘“Hm-m.” Mr. Clutchbill let his 
goatee run slowly through his fingers. 
**A little unusual.” 

““As chairman of our committee I 
objected, smelling a mouse, but was 
outvoted.” 

“Did you, eh, manage to get the 
mouse out into daylight?” 

“They let it out themselves... 
seemed glad to. Thesavings and trust 
division have a member, Rufus Dart 
by name, who is a dead-shot on the 
fly.” 

“This clay target shooting is an old 
game. Nothing mysterious about 
that,”” observed Mr. Clutchbill. 

‘“*They’ve fixed it so it’s going to be 
plenty mysterious. They’ve voted to 
pick just one man from the savings 


and trust division and one contestant 
from our national bank crowd. Each 
man will shoot at only four clay birds. 
The targets are going to be slung at 
unknown angles from traps hidden 
along that old woodroad up in your 
hillside park where the summer outing 
is to be.” 

“Well, I never!” burst out Mr. 
Clutchbill. ‘““They’re trying to fix 
up a sure thing. Good land! Haven’t 
we got any dead-shots in our gang?” 

“That’s why I came over. I’ve 
canvassed our members. They run 
to just common cat, duck, woodcock 
and partridge shooters. Nothing out- 
standing like their Rufus Dart.” 

**And, confound it, we’ve got nothing 
here. Our Cashier John Atwood, and 
Willie Dexter, our teller, couldn’t hit 
a hen house with a fire hose.” 

“How about you?” Mr. Twitter 
clutched his chair arms and jerked 
forward. 
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“Who! Me! What on earth! 
Haven’t fired a gun at a flying bird 
for years.” 

“They claim you used to be a dead- 
shot . . . best partridge-shot in the 
northern part of our state. I’m relying 
on you to defend the honor of the 
national banks at the outing. And 
there’s going to be heavy betting. 
You’ve got to do it.” 

“Confound ’em! Hmff .. . well, 
I will —I will do it!”’ 

‘Splendid!’ Mr. Twitter jumped 
up. “I’m going to stop on the way 
back and put the first $50 on you 
with old McDougall over at the 
Locust Trust.” 

**You’ll lose every nickel.” 

Mr. Twitter let out a cackling 
chuckle and fluttered out. 


O sooner had his caller left than oe 
the old director became frightened : sh. 
at his rashness. At his desk, Cashier i : e \ 
John Atwood opened his mouth to iz 
speak but promptly clamped it shut 
on receiving a glare from the old 
gentleman as he yanked on his black 
felt hat and reached for the door. 
There was only one spot in the whole 
state that had left a wisp of hope 
and Mr. Clutchbill lost no time in 
heading for it. 

Fifteen minutes later he stood where 
a flood of sunlight slanted into a wood- 
shed doorway, illuminating a hatless 
figure in spectacles and suspenders 
bent motionlessly over the mysteries 
of mending a broken fishing rod tip. 

“Hello, Cal.” Mr. Clutchbill was 
breathing rapidly. 

Cal Bannister jumped and looked 
blindly over his glasses into the glare 
of sunshine. 

“You still got that hammerless 
shotgun old Doc Dunbar had built 
special for him at the factory for wing 
shooting?” ; M| 

“Aaron, what’s happened? Yes, I jy, ome Z | 
still got her.” : ‘ y 

“Suppose it’ll fit me?” ‘ ae. : 


ee eee 


So PRA S 


pe a oe a re oN ca a 


case ie peace Ty 


f 
Fee ee ee ee 


— 
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“Certain. Doc was kind of a - : ‘ # . 
buzzard-build same’s you.” ‘a Serf ' 
“Cal, I’ve been fool enough to get 3 
into a shooting match .. . I’ve got to 7 , f ' : ‘| 
uphold the honor of... ” : es . to 4 : if 

“Aaron! Not a duel!” Cal felt J “oe 
feverishly in a sidepocket for his cob 
pipe while his glasses slid down his 
nose exposing two widening blue eyes. ; 4 
“It’s up to me to lick one of the . 7 : ‘ | 
best shots in the state at the bankers’ % i) 
summer outing. Only four clay pigeons SO al - _— f 
each. Can you get me in shape?” are, ee " | 
“‘Sure-e-e!” purred Cal. : 3 | 
“TI don’t know. I feel as though I | 1 
See MR. CLUTCHBILL—Page 40 


Mr. Clutchbill closed his gun and 
stepped gamely forward for the 
most momentous target of his life 














TC: SCC titties ta, 
ne ee 
eee 


hs scttietetiieniinesm ieee - 























United States Supreme Court Building's impressive Corinthian columns and statued pediment 
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Court Decisions... 


Forbearance held valid consideration for check ... Is possession of negotiable 


note sufficient to show ownership? . .. Court rules fictitious endorsements not 


necessarily forgeries ...Is there a time limit on setting up a fraud defense ? 


‘*Forbearance’’ as Consideration 

That “‘forbearance”’ may constitute 
a valid, legal consideration for a check 
‘or other negotiable instrument is 
pointed out in a recent New Jersey 
decision. 

There a tenant of a hotel building 
was in arrears in the payment of the 
rent. The tenant’s daughter tendered 
to the landlord her check for the 
amount due. Upon receiving this 
check the landlord ‘‘forbore’’ taking 
action against the tenant and allowed 
him to remain in possession of the 
hotel building. 

The daughter’s check was returned 
for insufficient funds and as the rent 
was never paid, the landlord sued her 
on the check. Her defense was that 
there was no consideration for the 
check. 

Ruling in favor of the landlord, the 
Supreme Court of New Jersey said: 

“‘Was the landlord a holdér of the 
check for value? We think so. The 
tenant, by means of the check, pacified 
the landlord and remained in posses- 
sion of the hotel property with the 
view of obtaining week-end profits. 


This 


By 


CHARLES R. 
ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 
District of Columbia 


the tenant’s daughter knew. 
The forbearance was procured by the 
check, the landlord having pressed 
several times for the arrears. There 
was thus an adequate consideration 
for the check,” 

Forbearance may be a delay in en- 
forcing a right, a refraining from per- 
forming some act which one has a 
right to perform or a waiting for pay- 
ment of a debt after it is due. Sucha 
forbearance may be a valid considera- 
tion for a check, note or, in fact, any 


contract. (Monmouth County B & L 
Assn. vs. Friedman, 18 Atlantic Re- 
porter, Second Series, 21.) 

Sd 7 o 


Possession of Note 
The mere possession of a negotiable 





note may or may not be sufficient to 
show ownership and the legal right to 
enforce the note, according to a recent 
Georgia decision. 

**An instrument payable to the order 
of a particular person or bearer,”’ said 
the court, “‘will be presumed to belong 
to the one in possession of it. But 
possession is only presumptive evi- 
dence of title, and such presumptive 
ownership may be overcome by either 
the plaintiff’s or defendant’s evidence.”’ 

The court referred to an earlier case 
before it in which a “non-suit” or 
“dismissal”? was entered against the 
holder of the note who could not prove 
that he owned it. 

“In that case,” the court con- 
tinued, “a non-suit was _ properly 
awarded in a suit on a note payable 
to a named person and endorsed in 
blank by the payee where the evidence 
introduced by the plaintiff (holder) 
failed to show that the title to the 
note passed to him, or that he had the 
legal right to sue on the note.” 

*‘Non-suit” means “‘no case!” 

Ordinarily, as the court intimated, 
See COURT DECISIONS—Page 44 
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KEEHN W. BERRY... . At the 30th annual convention of the Asso- 
ciation of Reserve City Bankers, held May 4-7 at Hershey, Pa., Keehn W. Berry 
was elected to the presidency of the Association, succeeding Harold V. Amberg, 
vice-president, The First National Bank of Chicago. Mr. Berry is president 
of the Whitney National Bank of New Orleans. 

The new vice-president of the Association is Harris C. Kirk, vice-president, 
American Trust Company, San Francisco. Victor F. Rotering, vice-president, 
First National Bank & Trust Company of Minneapolis, was re-elected treasurer, 
and Joseph Schroeder was re-named secretary. 


ANDREW MILLS, JR. ... Mr. Mills, president of the Dry Dock 
Savings Institution, New York City, is the new president of the National 
Association of Mutual Savings Banks, having been elected at the 125th anni- 
versary conference held May 7-9 at Philadelphia. He succeeds Myron F. 
Converse, president of the Worcester Five Cents Savings Bank, Worcester, Mass. 

Mr. Mills has served two terms as president of the Savings Bank Association 
of the State of New York. He has been president since 1929 of the Dry Dock 
Savings Institution, which ranks seventh in size among the mutual savings banks 
in the country, with more than $200,000,000 in deposits and 168,000 depositors. 


HARRY SALINGER ... Mr. Salinger was elected president of the hn ME 
Bankers Association for Foreign Trade at its annual meeting held April 24-25 : 
at French Lick, Indiana. He succeeds Joseph C. Rovensky, vice-president, 
The Chase National Bank. 

Mr. Salinger has been connected with the First National Bank of Chicago 
for the past forty years. For more than twenty years he has been in the foreign 


banking department, the last sixteen as vice-president and head of the de- 
partment. 


JOHN E. MERRIAM ... Mr. Merriam, formerly vice-president of 
the Central National Bank and vice-president and secretary of the Central 
Trust Company, Topeka, Kansas, was recently elected president of both 
institutions, succeeding the late J. R. Burrow. Mr. Merriam is particularly 
known for his activities in the farm mortgage field. His father, C. B. Merriam, 
is chairman of the Central Trust Company board and a member of the Central 


National Bank’s board, as well as a director of the Reconstruction Finance 
Corporation. 


FRANK W. WRIGHTSON ... At their annual meeting the direc- 
tors of the Provident Savings Bank, Baltimore, Md., elected Frank W. 
Wrightson president of the bank. Charles C. Duke, who had been president 
since 1926, was elected chairman of the board. 

Mr. Wrightson was formerly an official in the Baltimore branch of the 
Federal Reserve Bank of Richmond, which organization he served for nineteen 


years. He came to the Provident Savings Bank as vice-president in 1938 and ANDREW MILLS, JR. 
was elected executive vice-president in 1939. 
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THE BOOKLET COUNTER 








New Booklets 


Inventory Financing Through 
Field Warehousing... A _ booklet 
designed especially for the banker to 
show to prospective borrowers, in 
order to give them a better under- 
standing of how the bank and the 
field warehouse company can assist 
them. In non-technical language the 
booklet cites the general types of busi- 
ness and industry to which field ware- 























The booklets listed here are offered 
without charge or obligation. 
Simply address requests on bank 
or company letterhead to: 


The Editor, 
The Burroughs Clearing House, 
Second and Burroughs Avenues, 
Detroit, Michigan 





housing is particularly applicable, and 
relates how commodity loans can be 
used to obtain larger amounts of work- 
ing capital at reasonable costs. There 
is a simple, clear explanation of just 
how field warehousing actually works, 
and a discussion of the factors govern- 
ing the cost of such service. Listed are 
ten ways in which field warehousing 
loans can be applied to a business to 
increase profits, and also included is a 
list of about 180 commodities cited as 
among the types of inventories now 
being successfully field warehoused. 
16 pages. 


Air Conditioning Profit Ana- 
lyzer ... Confronted with a potential 
borrower who contemplates improving 
his business establishment with an air 
conditioning installation, what help 
can a lending institution offer in 
determining whether such a venture 
would be profitable —and therefore a 
good risk? 

A leading manufacturer of air con- 
ditioning equipment set about to de- 
vise a means of showing prospective 
purchasers whether or not air condi- 
tioning would be a paying investment 
for their particular business. The 
result was a scientific formula for 
analyzing gain factors against cost 
factors, in order to reach an accurate 
answer to the questions: (1) Will air 
conditioning be profitable? (2) How 
profitable will it be? (3) What will it 
cost to own and operate? 

This copyrighted formula is pre- 
sented by means of a series of tables, 
in an elaborate brochure presentation. 
This costly brochure is available to 
executives of lending institutions upon 
request on their organizations’ letter- 
heads. 


The High Cost of Cheap Con- 
struction ... Worthy of a place in 
every mortgage loan department and 


| building and loan office is this 72-page 


booklet which is literally crammed 
with specific information about the 
right way—and the wrong way —to 
build a house. Scores of illustrations 
depict both proper and faulty con- 


struction methods pertaining to the 
foundation, floor framework, walls 
and partitions, roof, etc. The cause 
and prevention of excessive shrinkage 
is explained, as well as the technique 
of making a house weatherproof. 

One section contains engineering 
data which should be helpful in check- 
ing home plans and in making inspec- 
tions of houses in various stages of 
construction. For example, there are 
tables and explanations for determin- 
ing the correct size of wood girders, 
joists and rafters; a diagram showing 
the method of figuring safe loads for 
house framing; and a glossary of 
lumber terms. 

The booklet ‘shows how good con- 
struction prevents squeaking floors 
and cracking plaster, saves excessive 
fuel bills and repair costs, minimizes 
fire hazards, and results in far greater 
all-around satisfaction. 


Summer and Fall Vacation 
Trips . .. Scores of suggestions for 
coming vacations, ranging from week- 
end jaunts to extended cruises. Time 
schedules and rates for tours by rail, 
air, bus and steamer. Information on 
trail tours, sojourns on dude ranches, 
in the mountains, at the seashore. 
Escorted all-expense tours and indi- 
vidual trips for the independently 
minded. Tours to fit every purse. 
64 pages, 123 specific suggestions to 
help you plan a vacation “‘tailor-made”’ 
to your taste. 


Still Timely 


Inflation— Answers to 17 Ques- 
tions ...In this 22-page pamphlet, 
Dr. Ivan Wright, professor of Eco- 
nomics at Brooklyn College, New York 
City, discusses the imminence of infla- 
tion, possible hedges against sharply 
rising prices, what managers of large 
estates or endowments should do in 
the face of prospective inflation, the 
advisability of leaving money in banks, 
what the government can do to coun- 
teract inflation tendencies, etc. 


Keeping Up With National De- 
fense . .. This booklet emphasizes 
the need for careful organization and 
the elimination of waste, in view of 
increased activity due to the defense 
program. There is a factual explana- 
tion of how modern mailing and post- 
age control methods provide effective 
‘internal defense”’ against unnecessary 
overhead expense, and by saving time 
release employees for other duties. 
12 pages. 
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Payroll robberies each year involve the need- 
less loss of large sums of cash — frequently 
accompanied by acts of violence and even 
loss of human life. Fortunately, thousands 


of organizations—among them the nation’s 


largest — refuse to take such chances. They 


pay their employees the safe way—“by 
check.” » » An ever increasing number of these 
business institutions use LA MONTE Safety 
Paper for this purpose, as well as for checks 
and vouchers covering other regular disburse- 
ments. » » First introduced to Bank- 

ing America 70 years ago, this 

product has been steadily 


improved through research 


and experimentation— at all times keeping 
pace with increasing demands for safety. 
»» As a result, La Monte Safety Papers are 
recognized as the Nation’s standard of pro- 
tection for checks and other negotiable in- 
struments. Today this product is used and 
endorsed by more than 75% of the na- 
tion’s leading banks as well as outstand- 
ing corporations from coast to coast.»» 
Your Printer or Lithographer will gladly 
submit samples of La Monte Safety Papers 
and explain how you can have 

your own Trade Mark or in- 

dividual design incorporated 

in the check-paper itself, 
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For utmost satisfaction 
and reliability in paper for 
accounting and office forms, 
choose a paper with a repu- 
tation. WINCHESTER 
LEDGER (50% cotton fibre 
content) is made by Weston, 





the leaders in ledger paper, | 


expressly for this service. | 


It is made in white and 3 
colors in 4 different weights. 
Ask your form supplier or 
any distributor of Weston 
papers to show you samples. 





BUYING AID: The ‘informa- 


tion in Weston's Papers, a special 
publication for a oa buyers, 
will help you be a better paper 
buyer To receive it regularly, 
write 


BYRON WESTON COMPANY 


DALTON, MASSACHUSETTS 
DEPT. D 
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CANADIAN BANKING 








By JAMES MONTAGNES 


Bonds in New War Loan Sold 
Directly by Banks 


On June 2, Canada launched its 
Third War Loan for $600,000,000, 
as forecast in the budget presented to 
Parliament by Finance Minister Isley 
on April 30. The budget also an- 
nounced heavy increases in income 
and defense taxation to bring Canada’s 
income taxes halfway between those 
of Great Britain and the United States. 

Reminiscent in name of First World 
War days, the Third War Loan is to 
be called the Victory Loan 1941, but 
differs from previous war loans in that 
there will be no interim certificates. 
Bonds will be available immediately 
over bank counters on payment of the 
selling price. In order to obtain as 
many of the small investors as 
possible the bonds start at $50 and 
range upwards in denominations of 
$100, $500 and $1,000. Bearer bonds 
and bonds registered only as_ to 
principal will be available in over the 
counter transactions at Canadian bank 
branches. Bonds bought elsewhere 
will be deliverable through the Bank 
of Canada offices in the larger cities 
or from Ottawa. Fully registered 
bonds as to principal and interest will 
be sold in the usual manner for 
delivery in due course. The loan is at 
3 per cent, and can be bought for cash 
or on an installment basis. Banks 
will handle such installment purchases 
at bond interest for small amounts, but 
larger amounts will be carried on 
government account. 

Greatest increases in taxation for 
the 1941-42 fiscal year were an- 
nounced on personal and corporation 
income. Carrying further the policy 
established last year of installment 
payments on income taxation, with- 
out interest charges, the personal in- 
come taxes on 1941 income can now 
be paid in twelve installments begin- 
ning at September, 1941. Personal 
income taxes were almost doubled for 
the majority of taxpayers, starting at 
15 per cent on the first $1,000 above 
the exemption of $750 for single per- 
sons and $1,500 for married persons, 
with the customary $400 allowed for 
dependents. In addition, the national 
defense tax of 2 per cent inaugurated 
last year in July was increased to 
5 per cent as of July 1, 1941, and from 
3 per cent for single persons earning 
over $1,200 to 7 per cent for this class. 
These tax payments are deductible by 
employers over the year, and for per- 
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S. A. DUKE, Supervisor, Ontario branches 
of Royal Bank of Canada 


. advanced in reorganization 


sons in business are payable at the 
same time as the income tax. Cor- 
poration income taxation was in- 
creased to a minimum of 40 per cent, 
while the excess profits tax on profits 
greater than the average for the years 
1936-39 remains at 75 per cent. 
Through taxation Canada hopes to 
pay 80 per cent of expenditures payable 
in the current fiscal year, or a total of 
$1,800,000,000. The Victory Loan 
1941 takes care of slightly more than 
Canada’s current year payments on 
Great Britain’s account for war mate- 
rials. oa 
Royal Bank Appoints New 
Ontario Supervisor 


S. A. Duke, for some years Assistant 
Supervisor of the Ontario branches of 
the Royal Bank of Canada, has been 
appointed Supervisor in a reorganiza- 
tion of the Toronto executive depart- 
ment of the bank to cope with expand- 
ing business throughout Ontario. B. 
L. Mitchell, who has occupied the 
combined office of Assistant General 
Manager and Supervisor of Ontario 
branches, remains the Royal Bank’s 
chief representative in Ontario, with 
headquarters in Toronto. 

Mr. Duke began his banking career 
in 1904 with the Traders Bank at 
Grand Valley, Ontario, and on amal- 
gamation of that bank with the Royal 

See CANADIAN BANKING—Page 43 
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THE TIDEWATER METHOD OF FIELD WAREHOUSING MOVES THE WAREHOUSE TO THE GOODS 


& 


Tebciiter 
ao es wR 2 a 


OMULHIED 1) We > 
aera rate th ree! 
; ae al 




















Nin 






aa HN 






=m 


‘Tetitl os 





A New Company with More than 100 Years Experience 


In growing numbers, bankers throughout the 
country are finding in field warehousing a valu- 
able means of increasing loan volume . . . with 
safety, liquidity, flexibility and ease of handling. 
They have learned that this modern and efficient 
method of increasing the collateral value of 
inventories provides financial advantages both to 
themselves and to their customers. They recog- 
nize, too, the importance of dealing with a field 
warehousing company of wide experience, of 
sound financial structure 


Thus, although newly organized, this company 
has a record of successful achievement that ante- 
dates that of most warehousing companies. The 
founders are men of known integrity and financial 
responsibility. More likely than not you have, 
from time to time, done business with them. It 
is quite probable, too, that warehouse receipts, 
issued by individual members of the Chain of 
Tidewater Terminals and Inland Warehouses, of 
whom this company is a member, are now in 
your vaults among other prime collateral. 


You are invited to inves- 





... an organization with 
whom they can work in 


tigate fully the complete 








friendly cooperation and 
with the utmost confidence. 


Such an organization is 
Tidewater Field Ware- 
houses, Inc., which is 
comprised of a group of 
warehousing specialists 
long identified with com- 
panies whose combined 
experience in all phases 
of, warehousing covers 
more than a century. 





$100,000 POLICY 
with Fidelity Bonds, on each operation 


This provides adequate coverage for most opera- 
tions, but, when this coverage is exceeded by 
storage value, additional bonds will be written. 
Each of the four essential safeguards are provided. 
1. Warehousemen’s Legal Liability Policy... 
$100,000. 

2. Fidelity Bonds for Custodians . . . $100,000 
each, Cumulative. With reinstatement feature fur- 
nishing a minimum of $200,000 on each operation. 
3. Individual Bonds for officers signing our ware- 
house receipts. 


4. Workmen’s Compensation and Employers 
Liability Insurance . . . full statutory limits. 

No. 1 policy and No. 2 bond are furnished by 
Continental ee | Company, thus eliminating 
divided responsibility and future controversy. 








and efficient service which 
we are now rendering 
other banks. In every 
respect you will find a 
soundly established field 
warehousing organization 
that is second to none. 


Write for booklet, Inven- 
tory Financing through 
Field Warehousing. It is 
a comprehensive treatise 
which every banker 
should have. 


TIDEWATER FIELD WAREHOUSES, INC. 





17 STATE STREET - NEW YORK CITY - Joseph E. Lowe - V. P. in Charge of Sales 


Associated with the Chain of Tidewater Terminals and Inland Warehouses; Boston Tidewater 
Terminal, Boston. Merchants Warehouse Co., Boston. Keystone Warehouse Co., Buffalo. Bayway 
Terminal Corporation, Elizabeth. Newark Tidewater Terminal, Inc., Newark. Norfolk Tidewater 
Terminals, Norfolk. Merchants Warehouse Co., Philadelphia. General Offices, Philadelphia. 
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(CONTINUED FROM PAGE 13) 


ing, property, locations and values, 
and as a result of contacts and friend- 
ships established, we find that more 
and more people are voluntarily taking 
advantage of these services. 

In fact, after three years of experi- 
ence in the use of outside men to 
obtain new business, we find that our 
efforts in many directions are bearing 
fruit far beyond our original expecta- 
tions. Actually, only two men are 
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OUTSIDE BANK MEN 


employed in this capacity. However, 
men and women who have experienced 
satisfactory, courteous relations with 
the outside men and the bank are con- 
stantly sending us new clients or 
dropping suggestions with regard to 
the possible needs of existing clients 
whom they know. Thus, there are 
many outside helpers in addition to 
the two which we employ. The 
benefits, of course, are cumulative. 
The results speak for themselves. 
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A View of the Quarters of the Savings Department 





CONTINENTAL ILLINOIS 
NATIONAL BANK 
AND TRUST COMPANY 
OF CHICAGO 


Member Federal Deposit Insurance Corporation 
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During the past two years, in spite of 
the competitive conditions under which 
we are operating, total loans and dis- 
counts of the bank have increased 
16 per cent, and new accounts have 
shown a gain of 10 per cent. Of these 
increases, 13 per cent of the total gain 
in the case of loans, and 24 per cent 
of the total gain in the case of new 
accounts, are directly traceable to our 
outside activities. 

Through the activities of our out- 
side men, together with a fairly com- 
prehensive direct-mail program, we 
have taken the bank to the people, 
renewed the “personal” relationship 
between the public and its bankers 
which once was so definitely a part of 
banking, and an important part. We 
have made new friends, obtained new 
clients, not only in our city and the 
adjacent territory, but throughout 
the entire county. Of course, the 
efforts of our outside men would be 
more or less wasted if they were not 
backed up by courtesy and efficiency 
on the part of the officers and other per- 
sonnel within the bank. Recognizing 
this fact, we have placed particular 
stress upon the democratic, cordial 
treatment of every one who comes into 
the bank. There are no private offices 
and the entire personnel, from the 
president down, can be seen, both 
visually and from the standpoint of 
availability, at any time during bank- 
ing hours. 

a * * 


LENDING FOR 
DEFENSE 


(CONTINUED FROM PAGE 15) 


Contract Service has as its function 
the assisting of qualified manufacturers 
in financing production under defense 
contracts. It is the earnest desire of 
this section to eliminate delays occa- 
sioned by financial uncertainties, and 
to permit financial arrangements to 
proceed abreast of arrangements on 
procurement or production. The func- 
tions of the financial consultants of 
the service are: 

(a) Advice as to the different sources 
of money available for both facilities 
and working capital, and the pre- 
requisites necessary to obtain such 
funds. 

(b) Aid to the contractor in his 
financial discussions with the War 
and Navy departments, his own com- 
mercial banks, Federal Reserve Bank, 
or the RFC; and, in the case of the 
sub-contractor, with his prime contrac- 
tor. 

(c) Consultation service on financial 
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matters with the technical consultants 
of OPM. 

(d) Dissemination of financial in- 
formation, as it becomes available, 
through the Federal Reserve System, 
into the commercial banks. 

(e) Co-operation with Federal Re- 
serve System in matters of financial 
and lending policies under defense 
conditions. 

(f) Co-ordination with other govern- 
mental agencies in matters of financial 
services to actual and potential con- 
tractors and sub-contractors. 


N our office, we cover three major 

fields in defense financing: Financing 
defense plants and facilities, the pro- 
cedure on amortization, and obtaining 
funds for working capital. 

Financing defense plants and facili- 
ties falls into four classes. There is 
the government-owned plant plan, in 
which the government furnishes the 
money, holds title, and operates the 
facility itself or under a management 
contract. There is the privately- 
owned plant plan, in which private 
industry supplies its own funds, holds 
title, and operates privately. There 
is the emergency plant facilities plan, 
in which private industry negotiates a 
contract with the Army or Navy, under 
the terms of which the government 
reimburses the contractor for the full 
cost over a five-year period; by assign- 
ing this contract to a commercial bank, 
the contractor may borrow the neces- 
sary funds, build the plant, and hold 
title. There is the plan by which the 
Defense Plant Corporation, an RFC 
subsidiary, builds and equips a plant, 
holds title, and leases it to. private 
industry. 

The relative merits of these methods 
must necessarily depend upon the 
individual circumstances. We regu- 
larly suggest that preliminary discus- 
sions be held between the financial 
officers of the contracting concern and 
the local banker. If they need further 
information, they can obtain it from 
the officer of the nearest Federal 
Reserve Bank or branch which has 
been assigned to give advice in this 
field. In instances where still more 
detailed information is desired, the 
subject can, of course, be discussed 
with our office here in Washington. 
It is important both for the contractor 
and for his bank that the final selection 
of a method be made only after careful 
consideration has been given to the 
individual circumstances currently ex- 
isting and also the problem of liquida- 
tion following the emergency. 

The second field in defense financing 
is amortization procedure. This re- 
quires treatment more technical than 
space limitations permit in this article. 
To qualify for the deduction for in- 
come and excess-profits tax purposes 
for amortization at the accelerated 
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The openwork epiglottis 


won’t get by in a bank—even if the 
wearer is another Napoleon of 
finance, an adding machine brain, 
a customer’s man among millions. 
Banks are starched collar and dark 
ties places. They mind their Ps and 
Qs, dot the i and cross the t, and 
like everything regular and con- 
ventional, not casual and careless. 
That’s why banks are so partial to 
Pitney-Bowes Postage Meters. 








The Postage Meter prints post- 
age on the envelope; printed postage 
stamps stay with the letter, don’t 
shed, look neater. Metered mail 
doesn’t waste time in the postoffice 
either, need not wait for cancelling 
or postmarking, can save valuable 
transit time for bank mail. 

A Postage Meter gives absolute 
postage protection; no loose stamps 
lying around that can be lost, 
spoiled or swiped. Postage in the 
Meter is safe, loss proof and theft 
proof. The bank gets all the postage 
it pays for. And the Meter does its 
own accounting, keeps track of 
postage available and postage used. 


Lots of banks like Postage 
Meters because they never run out 
of denominations, always have on 
hand the right stamps for any kind 
of mail, from 2c letters to insured 
packets of securities. And mailing 
with a Meter is faster; takes less 
time and effort, saves overtime— 
as well as postage. 

Thousands of banks have been 
using Pitney-Bowes Postage Meters 
for years. Like a demonstration in 
your bank, on your own mail? Just 


call our nearest office, or mail the . 


coupon—now! 


... Pitney-Bowes Postage Meter Co., 
1528 Pacific St., Stamford, Conn.... Branches in 
principal cities. Cf. phone directory. In Canada: 
Canadian Postage Meters & Machines Co., Lid. 


The Pitney-Bowes ‘ > 
POSTAGE METER jf 
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Pitney-Bowes Postage Meter Co. 
1528 Pacific St., Stamford, Conn. 


0 Mail me “The Great Grimblestone Survey”’ 
(0 When may we have a demonstration? 
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rate permitted by recent laws, the 
contractor must scrupulously comply 
with the procedure prescribed. The 
types and numbers of certifications 
vary with the circumstances, and the 
best advice that this office can give in 
general terms is to obtain the most 
recent instructions issued by OPM 
before attempting anything along 
these lines. These instructions may 
be obtained through regional offices 
of the Defense Contract Service at any 
of the Federal Reserve banks or 
branch banks. 

The third field in defense financing 
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is providing funds to meet increased 
demands for working capital. Depend- 
ing upon the general credit of the con- 
tractor, whether he be a prime con- 
tractor or a sub-contractor, the com- 
mercial banks, Federal Reserve banks, 
and the RFC stand ready to make loans 
upon open credit terms or against col- 
lateral or against the assignment of 
the contract. All manner of variations 
have been worked out along these 
lines, depending upon circumstances 
and the ingenuity of the parties con- 
cerned. Another method is_ based 
upon the ability of the Army and Navy 








ODAY’S farm profits are so definitely dependent upon the oper- 
ation of modern power machinery, that all assistance on the part 
of MM dealers and local bankers to make possible its purchase, is a 
step toward general prosperity. Records prove conclusively that 
American business flourishes in direct proportion to the stability 


of agriculture. 


This year thousands of dependable farmers deserving credit 
privileges, will be in need of additional MM machinery to cut pro- 
duction costs and increase profits. MM HARVESTORS are leading 
sellers because they do a better job at less cost. MM dealers and 
local bankers are in position to extend the necessary cooperation. 
Prosperity is more contagious than adversity. A larger income for 
the farmer soon makes itself felt in bigger business for the mer- 


oe 











chant and inevitably in more 
banking transactions. Every 
one prospers when the 
farmer prospers. 


WHY NOT GET 
ACQUAINTED WITH YOUR 
LOCAL MM DEALER 


BRANCHES NEAR EVERYWHERE 


MINNEAPOLIS- MOLINE 


POWER IMPLEMENT COMPAN 





MINNEAPOLIS 
MINNESOTA 











to advance up to 30 per cent of the 
contract price to the prime contractor, 
if this negotiation is successfully con- 
ducted when the terms of the contract 
are originally agreed upon. The Army 
and Navy cannot advance money to 
the sub-contractor, but the sub-con- 
tractor can by individual negotiations 
with the prime contractor arrange to 
have the prime contractor advance to 
him his proportionate share of the 
30 per cent advanced to the prime 
contractor. This method can be car- 
ried out on through successive layers 
of sub-contracts. The third method 
of furnishing working capital is to 
have the Army or Navy make partial 
or progress payments to the contractor 
as the work progresses but before 
delivery; this arrangement needs nego- 
tiation at the time of agreeing upon 
the terms of the original contract. 

Even though some of these methods 
provide money sources from outside 
commercial banking sources, they are 
of vital importance to the banker 
whose customer comes to him with a 
proposal for financing a contract or a 
new plant. Many a defense contract 
is of a size that would be beyond all 
conventional methods of commercial 
finance for the contractor concerned. 
The manufacturer may well require 
not only government aid in his financ- 
ing, but also the best assistance of his 
own bank. Looking at it from the 
banker’s side of the table, it may 
require a few foundation stones of 
government financing beneath the 
customer to permit building a con- 
servative loan structure by the bank. 

In each of the twelve Federal Re- 
serve banks and in each of their twenty- 
four branches is a senior officer who 
serves as a field agent for the Defense 
Contract Service, with whom the finan- 
cial consultants function. Under this 
officer is a staff of experts competent to 
provide decentralized advisory serv- 
ices to all business enterprises (and 
their bankers) concerned with defense 
contracts or eligible for sub-contracting 
work. Through these offices, the 
banker and his customer can obtain 
practically any information that they 
may need in financing a defense 
contract. 


HE banks which have already par- 

ticipated actively in making defense 
contract loans have found these a 
welcome source of loan demand. They 
are profitable to the bank as a means 
of putting funds to work. They are 
valuable to the customer, as a means 
of letting him handle business which 
otherwise would be beyond his finan- 
cial reach. Most important of all, 


they are important to our nation’ 
because they bring into defense produc-/ 


tion an ever-increasing capacity “to 
provide the goods required for national 
safety. 
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Today most of the big plants whose 
equipment or personnel fitted them 
especially for defense work are filled 
with Army and Navy business. Spe- 
cially-designed new plants for produc- 
ing defense materials are coming into 
production or nearing completion. 
Still more special facilities will be 
required, but it will take many months 
to build and equip them. 

The only way in which we can speed 
up urgently needed deliveries and get 
out the additional orders now in the 
making is to enlist additional existing 
factories that have suitable equipment. 

Many comparatively small plants 
are admirably fitted, in every respect 
but finances, to take on the contracts 
and sub-contracts that must be placed 
if the defense job is to be finished in 
time. 

At this time, when every effort is 
being made by the Office of Production 
Management to enlist such facilities, 
we urgently need to have all of the 
banks familiar with defense loan 
financing —and interested enough in 
the little contractor and sub-contractor 
to help him handle the business that 
comes his way. 
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BANKING IN 
MEXICO 


(CONTINUED FROM PAGE 18) 


This lack of credit led to the organiza- 
tion of the two farm credit banks by 
the government. 

From this general, though of neces- 
sity brief, view of the various banking 
institutions it is hoped that readers 
will have a reasonably fair picture of 
the system as a whole. It is pleasant 
to go on from here and to report that 
Mexican bankers now look forward to 
improvement in both banking and 
business. This is looked upon by them 
as a direct result of the policies of the 
government of President Manuel Avila 
Camacho, inaugurated December 1 of 
last year. 

“Although this is not the time for 
prophecies,’ said a prominent banker 
a short time ago, “if present govern- 
mental policies are continued there will 
be confidence in the minds of business 
men. This will be true, however, only 
so far as our own government is con- 
cerned, while our future in general is, 
and will continue to be, affected by the 
progress and outcome of the war. 

“The uncertainties of war are not 
encouraging to long term investments 
such as our country needs,” he con- 
tinued. ‘“‘We will have a season of 
short time investments, and a period 
of more or less progress in the very 
light industries, and, if labor condi- 


tions continue to improve, we will see 
a moderate advancement in those in- 
dustries now established.” 

“‘We are expecting no miracles from 
President Camacho,” explains Senor 
Carlos Novoa, manager of the Mexican 
Bankers Association. ‘“‘We are merely 
expecting a strict enforcement of law 
without group favoritism. The rein- 
dustrialization of Mexico and better 
business in’ general then will be the 
logical result.” 
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Approximately sixty investment 
banks have been chartered in Mexico 
during the past two years. However, 
this figure in itself presents an over- 
enthusiastic picture, for quite a num- 
ber of these are not yet in operation. 
All told, sixteen banks and nineteen 
financing agencies have actually been 
organized during the period, and most 
of the financing agencies are compar- 
atively small in size. 

The Anglo-Mexicano bank, which is 











“I judge the telephone company 
by the people who work for it” 


A little while ago a Vermont news- 
paper editor, John Hooper, com- 
mented on the telephone company 
and its people. His words express so 
well the ideals toward which we are 
striving that we quote them here. 
_ a oe 
“e I pon’t know how big the telephone 

company is, but it is big enough to 
exceed my mental grasp of business. 

“But I don’t find myself thinking of 
it as a business, even in my day-to-day 
contacts. Rather, my attention is on 
the voice that says, ‘Number, please.’ 
I find myself wondering if that voice 
is feeling as well as it always seems to, 
or if it feels just as hot and weary as 
I do, and would say so if it wasn’t the 
kind of voice it is. 


“The first time the business angle 
really struck home was when I read 
that my friend Carl had completed 
thirty years with the company. 


“Now it happens that I know some- 
thing of those thirty years, and I be- 
lieve they are a credit both to Carl and 
the big business for which he works. 


“In 1907 Carl was a high school boy 
confronted with the need for earning 


money in his spare time. He happened 
to get a job as Saturday night operator 
in the telephone exchange. He worked 
at this job for three years and then 
entered the university. 


“After graduation, he was hired full 
time by the telephone company, not in 
an ‘executive’ position which some 
folks think goes with a college diploma, 
but as a lineman. 


“Within a year he was made wire 
chief of the district, a job which he 
held for the next ten years. He was 
then transferred to a larger city as 
manager of the office—then promoted 
to sales manager of the division. 


“A year later he was sent to another 
State, as district manager. In less than 
a year after this appointment, he was 
made manager for the entire State. 


“I don’t know much about the tele- 
phone company as a business; I can 
only judge it by the people who work 
for it. Just where the dividing line is 
between a business and the people who 
work for it, I don’t know. I 
don’t think there is any line.” a 





BELL TELEPHONE SYSTEM 











38 


to be a commercial bank of deposit, 
was chartered January 5 with an 
authorized capital of three million 
pesos. Two investment banks were 
chartered January 8, capitalized at 
500,000 and one million pesos. On 
February 12, concessions were granted 
for the establishment of two other in- 
vestment banks with capital funds of 
one million and of two million pesos. 
These developments indicate the pres- 
ence in Mexico of plenty of ready 
capital for the development of new 
enterprises. 

Mexico, like the United States and 
other countries, has felt the effect of 
frightened capital movements. It has 
experienced the tide running both out 
and in. With the coming of war it 
became, along with others, the recipient 
of funds seeking security. Moreover, 
millions of pesos and dollars which fled 
from Mexico during the expropriations 
of 1938 have now returned. 
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Much of this money has not beeh 
invested in Mexican enterprises, but 
has been placed on deposit in commer- 
cial banks, compelling these institu- 
tions to increase their capitalizations, 
since the banking laws provide that 
deposits may not exceed capital by a 
ratio of more than ten to one. 

Recently new banking laws have 
been proposed, with the ‘support of 
President Avila Camacho, that are ex- 
pected to provide solutions for this and 
other problems. One will change the 
maximum ratio of deposits to capital 
to fifteen to one. Other changes will 
remove legal restrictions now affecting 
financing and refinancing operations 
for periods of more than ninety days; 
will limit investments in securities to 
twenty per cent of sight deposits; and 
will prohibit the renewal of loans by 
commercial banks of deposit beyond a 
period of one year, permitting them to 
turn a great deal of this business over 
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to investment and financing companies. 

Under the banking laws of 1932, 
commercial banks are not limited as to 
ninety-day transactions with reference 
to a percentage of their deposits. They 
may lend an amount equal to thirty 
per cent of their deposits in commercial 
discounts of 180 days, an additional 
five per cent in loans of 270 days, and 
twenty per cent in 180-day direct 
liabilities. 


"THE new law will provide that these 

banks shall keep at least thirty per 
cent of their deposits in cash and 
ninety-day credits, including fifteen 
per cent deposited with Banco de 
Mexico, and that they may have an 
additional twenty per cent of their 
deposits in loans of from 180 days to 
one year. The remaining fifty per 
cent of deposits is to be used for other 
purposes, including deposits in other 
banks, sight documents, correspondent 
funds and documents in transit. 

Bankers say that these changes 
could not be more opportune as they 
will tend to increase confidence at pre- 
cisely the moment when every effort is 
being made toward a renaissance in 
Mexican business. 

Temporary credit restrictions have 
been imposed as they have been made 
necessary by the influx of foreign 
capital and the return of Mexican 
funds. Other restrictions have been 
put into effect so that any rapid with- 
drawal of money from the country will 
not upset the stability of the money 
market. 

The new laws do not favor aimless 
investment of this idle money, and 
even if the proposed law should so in- 
cline, Mexican bankers are quite cer- 
tain that they know just how far 
Mexico can proceed in its relations with 
such shifting funds. 

“No one has proposed to retain this 
money here by arbitrary measures as 
was done in Germany,” a Mexico City 
banker explained. ‘Opportunities will 
be afforded for investment but foreign 
capital will remain free to leave the 
country should it so desire.” 


A FEW weeks ago, according to its 
records, the Banco de Mexico had 
sixty million dollars on hand for im- 
mediate delivery to anyone wanting to 
take “‘scared” money out of the coun- 
try. There were very few applicants. 
Much idle money in Mexico just now 

is being invested in city real estate, 
particularly apartment houses and 
office buildings. Banco de Mexico is 
just finishing a beautiful annex across 
the street from its main offices. Banco 
Nacional de Mexico recently completed 
the construction of a new branch bank 
building in the heart of Mexico City’s 
hotel district. This bank, the largest 
commercial bank in the Republic, was 
founded in 1884 and has branches in all 
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of the principal cities of the country, as 
well as representatives in many of the 
great money markets of the world. 

Day by day the withdrawal of for- 
eign capital from Mexico seems more 
and more remote. Mexican govern- 
ment officials have declared repeatedly 
in recent weeks that what the country 
now needs is conservative administra- 
tion of its resources and of the fruits of 
previous reforms. As a result even 
Mexican capital, certainly as timid as 
any, seems likely to stay at home. 

Bankers in Mexico look favorably on 
the projected establishment of the new 
inter-American bank and see in its pro- 
posed operation an opportunity for the 
investment here of millions of dollars. 
However, although friendliness toward 
the American government rapidly is in- 
creasing, and although the belief is 
growing in Mexico that the United 
States is sincere in its Good Neighbor 
policy, Mexican bankers hope to see 
these investments of American millions 
made through some of the seventy-five 
banks already established in the Re- 
public of Mexico. 


° e 


BANK STAFF 
CAMPAIGN 


(CONTINUED FROM PAGE 25) 


the chairman of the contest committee. 
The following excerpts from these 
reports illustrate the tremendous en- 
thusiasm and good will which the 
campaign developed. 

*‘A meeting of team No. 27 was held 
at Patten’s Restaurant last evening. 
All members of the team were present 
and many helpful ideas were ex- 
changed. If interested efforts can 
accomplish anything, this team cer- 
tainly should make a good showing.” 

““A meeting of Team No. 47 was 
held yesterday at 5:00 P.M. in a last- 
minute effort to get more ideas for 
selling special checking accounts. All 
of the members have been most co- 
operative and are anxious to make a 
better showing.” 

There were two notable features 
which added considerable zest to the 
campaign. The first was a mid-contest 
dinner and the second, a_ victory 
dinner. At the mid-contest dinner 
only team captains and persons who 
had brought in ten or more accounts 
were eligible. One of the high lights 
of this meeting was the appearance of 
an old-fashioned treasure chest filled 
with silver dollars. Prizes and com- 
missions on that evening were paid to 
the contestants in silver dollars. The 
victory dinner which brought the 
campaign to a close was a colorful 
affair. Everyone who had reached 


his quota of three or more accounts 
was invited. Winners of the grand 
prizes were paid off with giant sized, 
engraved treasure-hunt checks which 
the bank afterwards had framed and 
returned as souvenirs. 

From every angle, the contest was a 
tremendous success. The quota was 
exceeded by a comfortable margin but 
most important was the assurance it 
gave to the bank’s management that 
something worthwhile had been ac- 
complished for its employees. 

Of the prize money one of our 
branch office tellers earned $430 in 
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this short period of time, while another 
teller earned over $300. To the em- 
ployees who earned sizable sums of 
money, it meant something in their 
lives that they would always remem- 
ber. It gave some of them an oppor- 
tunity to travel. A few used the 
money to pay hospital and doctor 
bills, while others purchased new 
clothes for themselves and their fami- 
lies. Each and every one of these 
individuals is grateful to the bank for 
providing an opportunity of this kind 
to earn some extra money. 

A particularly noteworthy result 
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was the development of personal 
leadership in a number of the bank’s 
employees. The contest gave these 
people an opportunity to express their 
ideas at weekly meetings, and it gave 
team captains and co-captains a chance 
to display ability as guiding members 
of their groups. In this way con- 
siderable hidden talent was uncovered, 
and needless to say the bank made 
careful notes of those who showed a 
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natural aptitude for leadership. As 
would be expected, two or three 
employees proved that they possessed 
unusual sales ability. Disclosures of 
this kind are sure to benefit both 
employees and the bank. 


S we conduct the American Bankers 
Association’s public relations course 
entitled “‘Building Business for Your 
Bank” for our employees, we realize 


° ° 


more and more what a_ valuable 
contribution our recent contest has 
made in teaching employees to think 
in terms of the bank’s business and 
its relationship to their own individual 
jobs. 

Our greatest joy, however, comes 
from the knowledge that a new busi- 
ness effort of this kind can be used as a 
means of stimulating an esprit de corps 
throughout the entire organization. 


DIRECTOR CLUTCHBILL 


(CONTINUED FROM PAGE 27) 


ought to set up a reserve for con- 
tingencies.” Mr. Clutchbill stepped 
over the doorsill and sat quickly down 
on a chopping block. 

Bred from the Green Mountain Boy 
pioneers who learned how to mix cau- 
tion with daring, the two old men 
sifted schemes to avert defeat while 
the sunlight shot through crack and 
knothole and swung slowly around 
the dusty interior in sheets and bars 
of gold that dialed the passing quarter 
hours. It was near supper time before 
a plan of battle crystallized. 

During the week before the great 
event the boom of old Doc Dunbar’s 
special-built trapgun jarred the hill- 
side. News, also, drifted in that a 
rush of betting had burst out like 
wildfire between the state and national 
bankers. And when the morning of 
the battle arrived, the tent pavilion 
erected at the entrance to the wood- 


road in Ferndale’s hillside park sizzled 
like a coming explosion in a stock 
exchange. No one was allowed to 
enter the forest park, for a great deal 
hung on the secret location of the clay 
pigeon traps. Only Cal Bannister, 
cunning woodsman that he was, knew 
the location of any of those traps, and 
only the last one had occupied his 
mind. He had been very busy in the 
woods these last few days but not in 
the region of Ferndale park. 

“Twenty dollars, 2 to 1, on our 
Rufus Dart!” welled out of the melee 
of summer-outing bankers in the 
pavilion. Mr. Clutchbill did not look 
around. He was sitting on a camp 
stool with a long, racy hammerless 
shotgun across his knees. He merely 
let go of his goatee and began gently 
massaging his nose. The day was hot. 
He was hatless but wearing an old- 
fashioned bookkeeper’s eye-shade. His 
trousers were held up by one sus- 
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pender. The other sagged on his left 
hip for he was a left-handed shooter. 

At the other end of the pavilion 
beside the registration desk of the 
savings and trust delegation sat Rufus 
Dart nursing a wicked-looking repeat- 
ing shotgun between his legs. Rufus 
was short and square, tough-knitted 
with small, penetrating brown eyes. 
Stamina roosted beneath Mr. Dart’s 
flannel shirt. The oily quickness of a 
dynamo radiated from his firm hands. 

Of a sudden a hush fell over the 
pavilion. A diminutive bank presi- 
dent, Mr. Obidah C. Bull, had 
mounted the refreshment table and 
was holding aloft a motionless hand. 
Although small in size and rising 80, 
Mr. Bull’s powerful, sonorous voice 
more than made up for his deficiency 
in stature. 

“Gentlemen, 
approaches. 
ready?” 

Mr. Clutchbill and Rufus Dart rose, 
drew together, shook hands and bowed 
to the assemblage of excited bankers. 

“Proceed to the first firing point,” 
ordered field marshal Bull climbing 
off the table and joining the two judges 
who would help him referee the contest. 

Followed by the entire assemblage 
Mr. Clutchbill and Rufus Dart entered 
the mouth of the woodroad. A string 
ran from tree to tree across the road. 
After this was broken by the first 
contestant a clay target was liable to 
spring out of a bush or from behind 
a log without warning. Mr. Clutch- 
bill bowed and stepped back, allowing 
his rival the honor of the first shot. 

Rufus Dart faced the string barrier. 
For a moment he rubbed his trigger- 
finger, then pumped the oily, clicking 
action of his gun four times to limber 
it. He dropped in the shell. The 
bankers held their breath with staring 
eyes as he burst the string barrier and 
crept forward, slightly crouched, his 
gun half poised. 

“Pe-wut-t! z-z-z...” 

In a twinkling Rufus Dart’s gun 
was at his shoulder. Its muzzle 
flashed to the left. Mr. Dart’s body 
jerked. 


the hour of noon 
Are the contestants 
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‘‘Wham-m!”’ 

“Dead!” thundered the voice of 
Marshal Bull as the clay target fell 
n a shower of fragments on the forest 
floor. ‘‘Mr. Clutchbill to shoot!” 

The old director slowly broke open 
his gun and dropped in a long shell 
Cal Bannister had carefully selected 
for him. He stepped forward along 
the slightly descending road in the 
open forest. Rod after rod he crept 
along with nothing happening, and 
then: 

‘““Pe-wut-t!”’ a clay target hummed 
out of a hidden trap with bewildering 
speed. It flew low down the road; a 
mean thing to handle. Mr. Clutch- 
bill scowled and hunted for it with 
his gun muzzle. 

*““Whang-g!”’ 

“Lost!” wailed Marshal Bull as the 
untouched clay pigeon sailed on and on. 

Bedlam broke out amongst the 


closely following bankers. New bets 
bit the air. 
‘Gentlemen! Gentlemen!’’ stormed 


Marshal Bull, “this must cease in- 
stantly. Absolute silence must mark 
this contest while it is in progress. 
Mr. Dart to shoot.” 

With a lead of one at the very out- 
set Rufus Dart walked up his second 
bird with an air of what is called 
“verve” by the French. His second 
clay pigeon leaped from behind an 
ancient, moss-grown stump and started 
to scream across a_ spruce-fringed 
opening. Mr. Dart cut it down in a 
blizzard of shot. 


[PD IRECTOR Clutchbill eagerly step- 

ped forward, his bookkeeper’s eye- 
shade at a rakish angle, his left gallus 
swinging on his hip like an empty sword 
scabbard. The old gentleman drew a 
hot left-hander. It seemed to folk 
standing there that a miracle had 
happened. There had come the quick, 
vicious crack of nitro. Caught early 
in its streaking flight, the target left 
the vision. There were no fragments. 
Merely a faint pall of blue dust hung 
where the clay pigeon was last seen. 
People looked at each other. It was 
professional timing. 

“Dead!” roared Marshal Bull with 
power. “The score is now 2 for Mr. 
Dart of the savings and trust, and 1 
for Mr. Clutchbill of the national 
banks.” 

The third targets of the contestants 
were both rising straight-aways. Mr. 
Dart mashed his with an abandon 
that made the savings and trust mem- 
bers nudge each other and chuckle. 
Again Mr. Clutchbill showed how 
professional timing and the finest 
work of the gun builder’s art can turn 
a thing of substance into a formless 
blue smudge in mid-air. It made the 
national bankers swell with pride to 
the very center of their crops. But 
was it too late? Was that first miss 


of the old gentleman’s a prophecy of 
disaster? 

“The score, gentlemen, is Dart 3, 
Clutchbill 2.”» Marshal Bull lifted a 
warning arm. “Quiet! We must have 
silence for the final targets.” 

Mr. Rufus Dart crept forward like 
a panther, his quick eye searching 
every log and bush for the sudden 
spring of his last target. Suddenly 
it popped out from behind a giant 
maple and raced toward a near-by 
clump of spruces. An easy target. 
Rufus’ gun bit at it with a cocksure 
yelp. That target kept on going. 

‘Lost!’ shouted Marshal Bull. 
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Mr. Dart stood with open mouth, 
and paralyzed gaze. The savings 
and trust bunch, although completely 
taken back, remained supremely con- 
fident. It might now run into a draw 
which their champion would easily win. 

“The score,” boomed Marshal Bull 
“is now Dart 3, Clutchbill 2. Remain 
silent, gentlemen, while the last target 
is thrown.” 

Mr. Clutchbill dropped the last 
shell into his gun. For a moment he 
stood hesitant, then turned and spoke 
to Marshal Bull and his two side- 
judges. 

“‘Might I be permitted to lay a bet 
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at this late hour?” he asked in a kindly, 
almost desperate voice. 

The three judges drew together to 
consult. Cashier John Atwood who 
stood in a fringe of the national bank- 
ing rear guard in the roadway felt his 
coat tugged. Willie Dexter, the Fern- 
dale National’s teller, looked anxiously 
up at him. 

*‘What’s he up to?’”’ quavered Willie, 
trembling with excitement and alarm 
for the old gentleman. 

‘““He’s out of his head,” frowned 
John. 

‘““Gentlemen, gentlemen,’’ came Mar- 
shal Bull’s strident voice, “‘the judges 
have decided to permit Mr. Clutch- 
bill to lay a bet at this late hour and 
I have offered to place it. Mr. Clutch- 
bill bets $50 even money he will win. 
Are there any takers?” 

“Here! Here!’ came prompt shouts 
from the rival delegation. 


"THE bet having been placed and 
recorded, Mr. Clutchbill closed his 
gun with a click and stepped gamely 
forward for the most momentous 
target of his life. In front of him the 
woodroad led into a cathedral of giant 
beeches. It was the end of the forest. 

““Pe-wut-t! z-z-z...” 

The target skimmed aloft. It 
would soon be in the branches for 
Mr. Clutchbill had not seen it clearly. 

“‘Whang-g!” came the sharp sting 
of nitro. 

The target hopped into several pieces. 
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“Dead!” echoed Marshal BuN. 
Then as though transfixed, his mouth 
stayed open. A miracle had happened. 

Something had keeled out of a tree 
on a line with the course the target 
had taken. It dropped like a sack of 
sand in the very center of the wood- 
road. The tree judges hurried for- 
ward past Mr. Clutchbill’s smoking 
gun muzzle. Behind them pressed the 
silent bankers, the picture of bewilder- 
ment. 


MARSHAL Bull picked up the ob- 

ject that had fallen. “‘Gentlemen,”’ 
he proclaimed, turning it around and 
around, “‘you have just witnessed a 
feat of super-skill. Mr. Clutchbill of 
the Ferndale National has not only 
broken his last target but he has shot 
an owl . . . two birds at one shot, 
gentlemen. The score is, therefore, 
Mr. Dart 3, Mr. Clutchbill 4.” Mr. 
Bull looked at his two side-judges and 
receiving nods from them, gave further 
tongue. “Gentlemen, I proclaim Mr. 
Clutchbill winner of the sporting 
event.” 

A score of new straw hats came off 
the heads of the national bank delega- 
tion. They soared, spinning high into 
the tree branches on a welling cheer. 

Sometime later, when Director 
Clutchbill was able to escape the feed- 
ing bankers, he slipped back along 
the woodroad to the scene of his 
triumph. 

“‘Cal,”’ he called in a cautious voice. 

“Over here, Aaron.”” Mr. Bannister 
raised a stealthy head out of a hollow, 
protecting stump. 

Mr. Clutchbill padded quietly over 
and reached down five new $10 bills. 
“I put that $50 on for you, Cal.” 

“What, fifty! I was certainly scared 
that slip-knot might jam when I pulled 
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my fish line to drop that owl off the 
limb.” 

*‘Heh,”’ Mr. Clutchbill smiled. ‘‘Cal, 
you’re the only reserve for contingen- 
cies I ever knew of that stayed on the 
roost till you reached for it.” 
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WASHINGTON 
VIEWPOINT 


(CONTINUED FROM PAGE 21) 


The other important change in 
Title II extends for three years the 
authority to insure mortgages on 
existing dwellings, and increases to 
35 per cent from 25 per cent the 
authorized ratio of such mortgages to 
total insured mortgages. During the 
past year approximately 18 per cent 
of all mortgages insured by FHA were 
on existing construction. 

“To deprive existing construction of 
the advantages of FHA financing 
would have a depressing effect on the 
value of almost every home now 
standing,” said Mr. Ferguson in urging 
passage of the legislation. ‘That 
would create a dangerous unbalance 
in the mortgage market and eventualiy 
react unfavorably on new construc- 
tion. Unless we are prepared to 
provide a ready market for used 
houses, just as the automobile indus- 
try does for used cars, we are bound 
to run into trouble in keeping new 
home construction at the high level 
demanded by the country’s needs. 
Furthermore, denial of the advantages 
of FHA financing to existing construc- 
tion would tend to impose a hardship 
on large families of modest means who 
frequently can meet their housing 
needs only through acquisition of 
older properties.” 
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Directors on Committees 
Ruled Subject to Tax 


Banks must now pay social security 
taxes on directors who perform services 
as members of committees, under a 
final ruling by the Bureau of Internal 
Revenue. The ruling, first issued last 
January, was contested by the Ameri- 
can Bankers Association and other 
banking groups, but has now been 
reaffirmed and put into effect. The 
only recourse is for a bank to pay the 
tax under protest and carry the 
controversy to the courts. 

The ruling will fall hardest on small 
banks which have fewer than eight 
employees and therefore are not sub- 
ject to unemployment compensation 
taxes. Such banks, with several direc- 
tors now classified as employees, 
automatically fall into the taxable 
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bracket. Banks must keep detailed 
records of the compensation paid to 
their ‘‘working” directors and pay 
both old-age retirement and unem- 
ployment compensation taxes on them. 

The general position of the Bureau 
of Internal Revenue is that the serv- 
ices required of a director of a cor- 
poration in attending meetings of the 
board do not constitute taxable em- 
ployment if the directors perform no 
other services for the company. How- 
ever, the bureau draws a distinction 
between directors who merely attend 
meetings and those who serve on 
committees, and concludes that the 
latter are “employees.” 

The A. B. A. had pointed out that 
state and Federal banking regulations 
require bank directors to serve on 
certain committees, and contended 
that the statutory provisions recognize 
that directors serving on these com- 
mittees are exercising functions which 
are directorial functions and are per- 
forming services as directors, not as 
employees of the bank. 

* * e 


CANADIAN 
BANKING 


(CONTINUED FROM PAGE 32) 


in 1912 he was appointed manager, 
moving to a number of branches in 
western and eastern Canada. In 1929 
he was appointed Assistant Supervisor 
of Ontario branches at Toronto. 

Sd Sd * 


Banks Establish Branches 
at Military Camps 


While most of Canada’s military 
training camps and bases are located 
within short distances of urban centers 
with banking facilities, bank branches 
have been opened at four large camps. 
The size of these camps required their 
removal some distance from any town, 
with the result that the armed services 
at the camps needed banking facilities 
near the camp grounds. 

The Canadian Bank of Commerce 
now has a branch at Camp Borden, 
north of Toronto, while the Royal 
Bank of Canada has opened a branch 
at Camp Debert, in Nova Scotia. 
Bank of Montreal has branches at 
Petawawa, northwest of Ottawa, and 
at Valcartier Camp near Quebec City. 
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Banks Collect for Newspaper 
Want Ads 


The Dominion Bank has been ap- 
pointed a payment office for classified 
and want ads appearing in the Toronto 
Globe and Mail. The announcement 


lists the forty-four branches of the 
bank in Toronto and vicinity where 
these advertisements may be paid for 
without extra charge, as a convenience 
to the newspaper’s advertisers. 

All three Toronto daily newspapers 
now have similar arrangements, the 
Canadian Bank of Commerce acting 
for the Toronto Daily Star, and the 
Imperial Bank of Canada acting for 
the Toronto Evening Telegram. Pay- 
ment by the newspapers for the collec- 
tion service is made to the banks 
either on a commission or a flat rate 
basis. 
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Canadian Bank Affected by 
Brazil Ruling 


Four branches of the Royal Bank of 
Canada in Brazil are affected by the 
recent bank nationalization measure 
announced in Brazil, under which all 
bank capital must be owned by 
Brazilians by June 30, 1946. The 
Royal Bank has branches in Rio de 
Janeiro, Pernambuco, Santos and Sao 
Paulo. Under the decree foreign banks 
cannot accept deposits. The Royal 
Bank’s branches were a natural devel- 
opment of Canada’s large financial 
holdings in Brazilian public utilities. 
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Wrap Your Coins the Modern Way 
TRANSPARENT 
& i‘ Chear-Vue COIN WRAPPERS 





IMto 5M — $1.25 perM 
6M to 10M — 1.20 per M 
11M to 25M — 1.15 perM 
26M to50M — 1.10 perM 
51M to99M — 1.00 perM 
100M or more .90 perM 


paper wrappers. 
advantages order several weeks supply today. 


THE STECK CO., Austin, Texas 


Banks all over the country who are using CLEAR- 
VuE Transparent Coin Wrappers prefer them to any 
other kind. They like the modern features of this 
wrapper that save time and prevent mistakes. 
CLEAR-VUE Coin Wrappers are made of a tough 
cellulose material that resists tears and breakage 
and offer perfect visability so that spurious coins 
and slugs are immediately detectable. 


You can have CLEAR-VuE Coin Wrapper advan- 
tages now at prices comparable with the old style 


To fully appreciate CLEAR-VUE 















DIP-LESS 
WRITING SET! 


Writes a full page without dipping ! 


New. Convenient. As substantial as 
it is good looking! Holds an average 
half-year’s ink-supply. Can’t over- 


flow. Can’t leak. Gives hte famous 
Esterbrook pen points. Always ready 
to write! Try a Single or Double Set 


this easy way. Mark and mail this 
coupon now. No obligation. The 
Esterbrook Pen Co., Camden, N. J. 


Your Stationer’s Name 





ss Set oO Double Set oO 


($2.50) ($5.00) 
Black [_] Gray [_] 
Walnut[_] Maroon[] Green (_] 





HE ATTACH THIS COUPON TO YOUR LETTERHEAD...AND MAIL NOW! = # 





In writing to advertisers please mention The Burroughs Clearing House 
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COURT DECISIONS 


(CONTINUED FROM PAGE 28) 


the person who has possession of a 
note is presumed to own it; but if the 
person being sued on the note denies 
the plaintiff’s ownership and right to 
sue on the note, the burden is then on 
the plaintiff to prove them. (Bennett 
vs. Bottoms, 13 Southeastern Re- 
porter, Second Series, 519.) 
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‘*Phoney’’ Names Not Forgeries 


If a check is drawn to the order of 
the payee in an assumed or fictitious 
name, is an endorsement by the payee 
in the “‘phoney”’ name a forgery? Not 
if the endorser of the fictitious name 
is really the person for whom the pro- 
ceeds of the check are intended by the 
drawer, said a Federal court recently. 

In a scheme to defraud an insurance 
company through a fake accident 
claim, the conspirators used the ficti- 
tious names, “Donald Gilbert” and 
“Sally Johnson.” The insurance com- 
pany, in settlement of the supposed 
claim, issued checks to the claimants 
in these assumed names. The parties 
endorsed their respective checks with 
the assumed names and deposited 
them for collection in a bank which 
endorsed the checks, “All prior en- 
dorsements guaranteed.”” The checks 
were duly paid upon presentment. 
Upon discovery that the names were 
fictitious the insurance company sued 
the depositary bank on its guarantee 
of the endorsements. 

“The intent of the drawer of the 
check should govern in determining 
whether there was a forgery,” said the 
Federal court. ‘The insurance com- 
pany intended to authorize checks to 
be issued to the persons calling them- 
selves ‘Gilbert’ and ‘Johnson,’ who 
were real persons although they were 
using aliases to aid them in their 
fraudulent scheme. The bank is only 
responsible if the endorsements of the 
payees were forged. 

“If the checks had been issued to 
the parties in their real names, even 
though the checks had been obtained 
by fraud, it is clear there would have 
been no forgery and the bank would 
not have been liable. The rule that 
the intent of the drawer should govern 
is not altered by the fact that the 
payees used aliases instead of their 
real names. The insurance company 
intended to issue checks to ‘Gilbert’ 
and ‘Johnson’ in settlement of the 

fraudulent claims and intended to pay 
the persons who filed those claims. 
The true test is whether or not the 
endorsement of the name of the payee 
is made by the person who was in- 
tended by the drawer to be the payee. 
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If such person endorsed, there is no 
forgery. 

“Although one may be deceived as 
to the name of the man with whom he 
is dealing, if he dealt with and intended 
to deal with the visible person before 
him, the check may properly be en- 
dorsed by the impostor.” 

Since “‘Gilbert” and “Johnson” were 
the persons whom the insurance com- 
pany intended to get the proceeds of 
the checks, the collecting bank was 
not liable on its guarantee of their 
endorsements. The endorsements, as 
explained by the court, were not 
forgeries. (Fidelity vs. Union Trust 
Company, 37 Federal Supplement, 3.) 
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No Time Limit for Fraud 


Is there any time limit after which a 
debtor is barred from setting up fraud 
as a defense to his obligation on a note 
or other contract? Apparently not, 
according to a recent California deci- 
sion. 

Discussing this question as _ pre- 
sented in the case before it, the Cali- 
fornia court said: 

“It is suggested that defendants’ 
right to assert fraud is barred by laches 
(unreasonable delay) and the statute 
of limitations. This contention has 
been found to be without merit. 

“Where fraud is relied upon as a 
defense merely, neither the limitation 
of the statute nor the doctrine of 
laches will operate to bar the defense 
of the invalidity of the agreement or 
instrument upon the ground of fraud, 
for so long as the plaintiff is permitted 
to come into court to enforce the agree- 
ment or instrument, the defendant may 
allege and prove fraud as a defense. 
It is not incumbent upon one who has 
been thus defrauded to go into court 
and ask relief, but he may abide his 
time, and when enforcement is sought 
against him, excuse himself from per- 
formance or payment by proof of the 
fraud.” 

This is one of the hazards risked by 
banks when they delay bringing suit 
on an unpaid note for a long period. 
If the maker tries to set up fraud as a 
defense, the bank may have to refute 
it. If former officers and employees 
who could have furnished that refuta- 
tion have died or moved away, the 
case may be lost—and the bank’s 
money along with it! 

Actually, a victim of fraud has these 
three methods of redress: 

1. He may ask an equity court to 
cancel the note or contract obtained 
from him by fraud; or 

2. He may sue to recover financial 
compensation for the injury or damage 
he has sustained through the fraud; or 





3. He may sit by in silence until 
sued on his note or other obligation 
and then set up the alleged fraud as a 
defense; and, as the California court 
pointed out, there’s no time limit on 
that. (Stiles vs. Bodkin, 111 Pacific 
Reporter, Second Series, 675.) 
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Negotiating Demand Note 


“Where an instrument payable on 
demand is negotiated an unreasonable 
length of time after its issue, the holder 
is not deemed a holder in due course,” 
says Section 53 of the Uniform Negoti- 
able Instruments Act. This question 
of “unreasonable delay” in negotiating 
a demand note was an important 
element in a recent Illinois decision. 

The holder of a demand note, who 
was purportedly a holder in due course, 
sued the maker and endorsers on the 
note. The suit was brought eighteen 
months after the date of the note, and 
it developed that the holder had not 
acquired the note until sixteen months 
after its date. 

“In these circumstances,” said the 
Illinois court, “‘the plaintiff would not 
be a bona fide holder in due course so 
as to cut off equities, and the same 
defenses could be made against him as 
could be made against the payee if he 
were suing on the note.” 

As a result, the maker and endorsers 
were permitted to show that there 
was no consideration for the note and 
that it was agreed that the note was 
not to be negotiated or presented for 
payment. Of course, such defenses 
would not have been possible against 
a holder in due course. (Schmoldt vs. 
Chicago, 33 Northeastern Reporter, 
Second Series, 182.) 
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Those ‘‘Ultra Vires’’ 
Transactions 


State and Federal courts have fre- 
quently condemned contracts made 
by banks as being “‘ultra vires,’’ mean- 
ing beyond the legal powers of the 
bank. Recently an Ohio Federal 
court laid down this sensible rule on 
“ultra vires’’ contracts: 

“‘Whether a contract with a bank 
is lawful or ultra vires is dependent on 
whether its aims are within the scope 
of proper banking objects and whether 
its performance is within the powers 
expressly or impliedly conferred or 
prohibited. 

*“A contract of a bank is legal if it 
is not expressly prohibited, and if it 
has a natural and reasonable tendency 
to aid in the accomplishment of the 
objects for which the bank was 
created.” (State of Ohio vs. Metro- 
politan, 36 Federal Supplement, 457.) 
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Architectural Sketch... Central National Bank at Chicago, Ill 





There has never been anything basically “wrong” with the appearance 
of this bank’s quarters. And in redesigning it, we have made but 
minor changes in its outward appearance. 


BUT, behind the scenes! Here our Plan Board contributed their com- 
bined experience of 112 years. They redesigned and redesigned to 
increase efficiency, speed up service, lower costs. They applied 
knowledge gained working with over 1,000 banks all over the United 
States, and, when completed, this bank’s new quarters will show it. 


If you’re in Chicago during the Central National’s “grand opening” 
in a few months, drop in. When you talk to these bankers, you'll 
realize why they called in America’s leading bank designers. They 
realized “there’s a lot more than meets the eye.” Better still, 


Our Plan Seard let us show you what we can do for you. There’s no obligation. 


---they have completed a bank contract 
every 10 days for 29 years! 


Glan eff andimail hit coupons Today! 
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‘Now! A Window-Plan Machine 
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This low-priced window-plan machine is one of the most 
recent Burroughs developments. It posts any type of 
passbook, including savings, Christmas clubs, school 
savings and mortgage loans. 

Of course it provides such standard Burroughs features 
as compactness, speed, ease of operation, and the Bur- 
roughs bank keyboard. And it is so much lower in price 
than any other window-plan machine that any bank 
may now have one at each savings window regardless of 
fluctuating volume and peak periods. Due to its flexi- 
bility, it may also be used for any adding or subtracting 
work in the bank. 


For complete information, telephone your local Bur- 
roughs office. Or, if more convenient, write direct to— 


BURROUGHS ADDING MACHINE COMPANY 
6484 SECOND BLVD., DETROIT, MICHIGAN 
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SAVINGS ACCOUNTS 
CHRISTMAS CLUBS 
SCHOOL SAVINGS 
MORTGAGE LOANS 


Today, hundreds of in 


machines are already 


in use, Clearly proving 
that this new Burroughs 
fills a definite heed 
for a compact, low- 


' cost 
window-plan machine, 











